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In Talking and Buying at Texas- 


Oklahoma Convention 


Association, the Oklahoma Shoe Retailers’ Asso- 
ciation and the Southwestern Shoe Travelers’ 
Association held in Fort Worth, Feb. 11, 12 and 13 at 
the Texas Hotel attracted one of the largest attendances 
of merchants, manufacturers, and Knights of the Grippe 
of any of the outstanding regional gatherings of shoe 
men. According to general chairman, Dave L. Wandy, 
at least 1500 members of the allied shoe industry were 
present with around 325 lines of shoes represented. 
The merchants of the great Southwest, unlike any 
other operators of the country, introduced an abrupt 
note into the predicted style trend, when a decided buy- 
ing impulse developed for-black patent deather during 
the three-day gathering. Smart operators of the South- 
land where styles must receive 


[T= joint convention of the Texas Shoe Retailers’ 


scribes the situation where red is named first in demand. 
Following these colors blue occupies an important place. 
For after Easter selling, patent leather is the dominant 
material, carrying with it a unanimous merchant ap- 
proval. 


HE mention of whites arouses no interest when 
volume business is being discussed, but some opera- 
tors believe that white shoes will occupy a place in the 
hot midsummer selling program. Beautiful sandals with 
tricky interpretations of keen style minds dominated the 
style selection from many lines. Smocking and intrigu- 
ing interlacing offer new notes in popular priced shoes 
that should yield a nice profit because of their “look- 
Heavily punched open-shank types in 
sandals are reported as being good. 


more” value. 





merchant and consumer acceptance 
before becoming a definite national 
mode, pronounced patent leather 
the leading material following the 
first blush for Lido Sand, and the 
other colors in the beige field. 
Outstanding merchants from all 
sections believe black patent will 
be the relief vogue after an in- 
vasion of a light beige season. 
Lido Sand is. sharing a division of 
merchant opinion with red as the 
predicted style leader for the 
South. Where Lido Sand is given 
first choice, red follows closely in 
call, and a reverse position de- 











In higher grade shoes, red failed 
to make much of an impression 
and was substituted with blue, 
principally in the slate blue tone. 
Fabrics offered a complex prob- 
lem, merchants approaching this 
field cautiously. Buying was re- 
ported satisfactory by sales rep- 
resentatives. 

John A. Bush, president of the 
Brown Shoe Co., a speaker on the 
Tuesday noon program, gave the 
keynote address of the convention 
with an inspirational talk which 
received a thunderous ovation. He 
was introduced hv I.ce Langston 
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The New Texas Line-Up 


Here are the officers and directors of the Texas Shoe 
Retailers’ Association, elected at the close of the con- 


vention in Fort Worth this week: 


President—Carl H. Mueller, Austin. 
lst Vice-President—C. H. Reid, Abilene. 

2nd Vice-President—C. M. Shelby, Dallas. 

3rd Vice-President—W. A. Harris, Fort Worth. 
4th Vice-President—T. M. Scoggins, Houston. 
Secretary-Treasurer—W. B. Taylor, Fort Worth. 


Directors—H. L. Davis, L. E. Langston, H. S. Sandiford, 


L. F. Tuffley, H. F. Volk and W. P. Barnes. 
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who accepted the gavel from H. L. Davis, president of 
the Texas Shoe Retailers’ Association. 

“It is difficult to break away from the shoe business,” 
said Mr. Bush, “and when combined with the leather 
business, it is a big thing. The American people spend 
more for shoes than any other nation, the amount being 
$1,000,000,000 annually, consuming 120,000,000 hides 
and skins per year which figures out at one pelt per 
person. Seventy per cent of this amount goes into the 
production of footwear. Hides today are cheaper than 
a year ago. The cycle of averages and the law of supply 
and demand may bring different levels, especially with 
pretty shoes selling at attractive prices. When the level 
is reached, it is hoped we may have a stable market. 
The lowest guess on the population of the United States 
in 1950 is 28,000,000 more than the present population, 
with guesses running up to as high as an increase of 
53,000,000—all of them being born without shoes. 
Adolph Zukor, the motion picture magnate, in listing a 
group of reasons for continued prosperity, mentions in- 
creased markets with additional wealth, more purchas- 
ing power, faster buying, distribution and selling. 

“In 1921 the Boor anp SHoe Recorper printed the 
following: ‘Good values—the best developers of busi- 
ness. The value of a customer to the retailer by the 
year instead of by the pair. The value of the customer 
in the repeat order instead of the initial opportunity.’ ” 


LOYD A. ALLEN, assistant to the president of the 
General Motors Corporation, the second speaker on 
the program in a practical business analysis, reviewed 
big business, urging that the same principles be adopted 
in the retailing field as well. 
Ernest A. Burrill of Boston, educational advisor of 
the National Shoe Retailers’ Association, made a master- 


ful presentation of the men’s advertising campaign and 
brought a response supporting the program from many 
merchants in the Southwest. Keen interest with a fresh 
viewpoint was expressed by leading merchants in this 
territory, whose leadership should rally increased sup- 
port to the men’s advertising program. 

The banquet and dance held Tuesday evening brought 
out a capacity crowd with Mme. Hamilton Jeffries as 
the principal speaker, discussing an intimate subject, 
“The first step in style.” The program of color and 
patterns was covered in a brief address which caught 
the interest of the many women present. 


OSH LEE, of the public speaking department of the 

Uniyersity of Oklahoma, outtwanged Will Rogers 

in a humorous and inspirational talk that surpassed any 
previous effort of convention banquet talent. 

The opening business session, a luncheon meeting of 
the joint associations, held in the ballroom of the Texas 
Hotel on Monday, was greeted by a capacity crowd of 
five hundred shoe men. D. L. Tandy, general chair- 
man, presided. Following Dr. Eugene V. Hawk who 
pronounced the invocation, a welcoming address was 
made by R. E. Harding, president of the association of 
commerce. Brief responses were made by Buford Mc- 
Whirter, president of the Southwestern Shoe Travelers’ 
Association, and H. L. Davis, president of the Texas 
Shoe Retailers’ Association. 

Lee Langston introduced visiting celebrities, includ- 
ing James H. Stone, manager of the National Shoe Re- 
tailers’ Association, who in his opening remarks lauded 
the shoe industry for its unusual spirt of sacrifice, which 
ultimately would unite the entire industry in a nation- 
wide solidity, sharing in a larger measure of profit which 
everyone in the industry is entitled to. Many of the 
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problems of the retail merchants, he said, can be met 
through association contacts, and by adapting methods 
and policies of successful businesses. Merchants need 
not fear the competition of chain stores, he declared, as 
the value of personal management is of tremendous ad- 
vantage, offsetting volume buying. Studying the 
methods of good stores offers an opportunity for inde- 
pendent merchants to improve their businesses, said Mr. 
Stone. 

Due to the inability of A. H. Geuting, president of 
the National Shoe Retailers’ Association, to be present, 
a message from him was read by Mr. Stone. President 
Geuting said in part: 

“T can only remind the Southwestern shoe retailers 
of my one and only preachment which is constantly 
growing larger in the picture of modern business, that 
the prime object of business is profit. 

“Without profit, there can be no development and no 
progress ; traditions must be thrown in the discard when 
they interfere with this program, for business is enter- 
ing a scientific era which demands service, economy and 
a net profit balance sheet. Bankers, who are more and 
more cooperating with business and listing the securities 
for the American public to be your partners, have no 
time for business men who do not return proper divi- 
dends. 


7 OMPETITIVE price wars which interfere with 

profit are frowned upon. Do not promise the 
American people something that you cannot deliver; do 
not tell them you are the smartest merchant on earth and 
for that reason can deliver shoes one dollar per pair 
cheaper than your neighbor ; you know it can’t be done 
and keep up your service. You cannot succeed with such 
methods, for people demand good, first class shoes accom- 
panied with scientific service. Shoes must be intelligent- 


ly fitted and selected for their purpose. In this service 
there is real economy, people know it and are willing to 
pay for it. If you do not get your proper mark-up on 
this basis, you are bound to fail, because people will not 
stand for careless, negligent, slovenly, unscientific mat- 
ayvement.”” 

Mme. Hamilton Jeffries, style advisor of the Boor & 
Soe Recorper, launched into the subject of style, fol- 
lowed by an open forum discussion, which always leads 
to an unburdening of stylewise minds, desiring to fol- 
low the main highway of footwear fashion. 


- EXAS and the Southland and its interpretation 

of the temper of the times, strums a style note 
with the freshness of spring. The vividness of the sun- 
shine of the early southern season lightens the accepted 
color of the style realm and accentuates the high shades 
for daytime wear,” said Mme. Jeffries in her early dis- 
cussion on styles. “Seventy per cent of the backgrounds 
in printed dress silk materials being dark, will necessitate 
black patent and black mat kid as the proper footwear to 
accompany the ensembles for business and daytime wear. 
The importance of the red shoe for midsummer and 
spectator sport wear in buck and kid, carrying a high 
leather heel with an altitude in some instances of 20/8, 
will again share the patronage of the smart set who 
adopted the vogue last year.” 

American women are guarding against 
woven sandals which permit the foot to spread and are 
hecoming intensely interested in the American made 
types, according to the intimate discussions following 
Mme. Jeffries’ address. In the threshing out of style 
problems, a definite opinion was developed that Lido 
Sand will occupy an undisputed leading position in the 
spring selling, followed by champagne and French beige. 
Red, blue and green will score heavily in the spring 

[TURN TO PAGE 71, PLEASE] 
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Civilization May Kill 


Foot Functions 


Seventy-Five Per Cent of People Have Some Form of Foot 
Trouble and Herein Lies an Opportunity of Which 
. the Real Merchant Can't be Robbed 


Ts feet of civilization are not improving. This 
is said despite the tremendous increase of shoe 
making and shoe merchandising skill. Despite, 
also, the fact that the present generation of adults born 
previous to 1900 suffered from a system of shoe selec- 
tion that started with the absentee buying of children’s 
shoes, and the continued short wearing 
of children’s shoes, because it was neces- 
sary for people to be economical, the 
shoes were thrown away only after the 
shoes were worn out after a succession 
of repair taps. 

Today with everything in the foot’s 
favor, a better selection of lasts, a greater 
understanding of foot sizes and measure- 
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ments, a greater wealth of the public, it can afford to 
throw away shoes that are not worn out. But despite 
this we are coming into a new generation of foot defec- 
tives. Dr. Frank Furch of Chicago makes the statement 
“that 75 per cent of the people are afflicted with some 
sort of foot trouble.” 































Muscles that are not used lose their 
function of use. Walking is disap- 
pearing as a regular methodical and 
almost subconscious exercise of the 
muscles of the feet and legs. Modern 
civilization, with its speed and conges- 
tion, its longer hours—not particularly 
of work, but of sitting down—has pro- 
duced ‘a condition where feet are the 
useless appendixes. 


REAT writers have written of 

coming changes—the product of 
this modern civilization. The greatest 
change of all is the loss of locomotion 
by foot power and the increase of travel 
by engine power. As much as the 
shoe man does to provide the natural 
foot covering and. to give it the desir- 
ability of style, without that great 
fundamental development of the human 
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foot as an instrument of propulsion, there is the inev- 
itable weakness of feet to be expected in the future. 

Foot disabilities develop by fifty weeks of lack of 
use, which is not compensated by the two weeks of 
vacation exercise common to the habits of most of 
the people in America. There is golf and exercise for 
inany, but not for all. There is health and develop- 
ment for those who intelligently understand the need 
of bodily compensation, but in the mass, medical and 
army men feel that men and women of the future are 
unfit for the rigorous services of life under the new 
stress of life and of war. 


The next function of the retail shoe merchant is 
to step into the picture of modern health in his com- 
munity, so that his shoe store will get the same de- 
gree of public confidence as the physician and the 
dentist. Dr. Lelyveld puts it, “Your stores retail 


health through properly fitted shoes.” 


A number of im- 
aginative writers have 
indicated the possi- 
bilities of the decline 
of civilization coming 

through the lack of power of locomotion, except by a 

machine. 

Thorough and thoughtful merchants are making a 
study of the functioning of feet, the worth of sizes and 
fitting dimensions, so that they in turn can transmit the 
information to selling organizations. 

The old school of experience in shoe fitting was the 
product of trial and error. The shoe merchant who 
fitted best had the knack of fitting a given amount of 
flesh and bone into a leather container in the shape of a 
shoe. When it came to bones and muscles for the ail- 
ments of the body, developed by improper posture and 
lack of locomotion, his deductions came through his 


own observations. 


OW the shoe trade is scientifically furnished with 
causes and effects of shoe wearing, and each type 
of shoe has a particular reason for existence.’ 

One of the most active students on the fit of feet, and 
the function of feet, in this scheme of modern civiliza- 
tion, is Stephen J. Brouwer of Milwaukee. In addressing 
the orthopedic forum in Chicago, he said: “Seven years 
ago in the city of Boston, Dr. Herman W. Marshall (of 
the Boor anp SHoe Recorper) gave a talk to a small 
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Ra AtiNe health through properly 
fitted shoes. In 1927 there were 
listed in the United States Patent Office 
more than 478 trademarks applied to 
orthopedic shoes in general; and more 
than 168 so-called “doctor shoes.” In 
1928, one year later, there were listed 
in the Patent Office more than 781 
trademarks applied to orthopedic shoes 
and over 191 so-called “doctor shoes.” 





group of shoe men in the Lenox Hotel. He shocked us 
with two things that he said. 

“One was that no one should wear the same shoe all 
the time, but that we should have variety in the diet of 
our footwear, meaning rigid, flexible and semi, as well 
as we have a variety in the diet for our stomachs. 

“The next point that shocked us, and that changed my 
persona! attitude toward the shoe business ever since, 
was that the greatest damage done by improper foot- 
wear was from the hips yp, and in the reaction of the 
nervous system, a subject that, as shoe men, we were 
entirely ignorant of. He told me to list the ailments 
that customers said they were relieved of in other parts 
of the body, and I have collected such a list that shows a 
greater variety than Heinz’s pickles. Mae 

“In my store I have a sort of exerimental laboratory 
of all types and kinds of shoes. I handle rigid shanks 
and flexible shanks of well-known makes, in both cushion 
and hard soles. One of the great vital factors of my 
store is the fluroscopic X-ray machine. Unless you 
have something like an X-ray machine to show how the 
bones move in alignment inside of the shoe, how are you 
to know how the foot functions inside of that shoe? 

“I started with one machine and I now have five. 
First my salespeople were very much prejudiced against 
the machine. It worked out in practice on the main 
floor. Then the folks in the children’s department said 
they wanted one, and then the people in the basement, 
and now my two suburban stores have each a machine. 
I really think there -is nothing that has come into my 
store that has been such a great blessing to the correct 
fitting of footwear as this X-ray machine. 

“I believe that seven years ago Dr. Marshall started 
me to think of being open-minded on the shank contro- 
versy, and I have helped more feet toward foot health by 

[TURN TO PAGE 71, PLEASE] 












































produce a different sort of foot, as well as mus- 
cular and nervous system of the body. An ex- 
amination of the soles of feet of apartment house 
dwellers in cities gave to one doctor the theory that it 
won't be long before feet will be as hard as hoofs. It 
is the pound, pound and poundage of each day’s walk 
It is one of the penalties of civilization. 

Recently Dr. Lelyveld told the merchants in conven- 
tion: “The human foot is constructed to walk on soft 
ground or earth. A person possessed of a normal foot 
who follows employment which keeps him on soft 
ground does not require protection other than against 
the elements. The ground on which he walks is resil- 
jent and absorbs some of the shock incident to locomo- 
tion. The shock absorbers in the foot, the arches, are 
not over-taxed and continue to maintain their normal 
attitude. 

“Tf this same person with symptomless feet acquired 
employment as a waiter in a restaurant with tiled floors, 
his feet would very soon develop symptoms and he 
would not be comfortable. This person has been ac- 
customed to standing and walking on soft, yielding 
ground. Changing employment to a ground, firm and 
unyielding, the shock absorbers in his foot no longer 
were assisted by Mother Earth, thus becoming strained 
and demanding outside assistance.” 

It is impossible for civilization to go back. Cities, 
pavements and hard floors are here to stay. It is nec- 
essary to find something to take the place of the soft 
pad of the earth. 

There has been in development for a number of years 
sole materials calculated to give to the foot a soft pad 
effect, greater flexibility and what is termed health- 
giving spring. As a problem of tannage, that was most 
difficult to obtain, for soles must be light in weight, 
tough and durable, and water resistant. Soft soles are 


i IVE in the city and pound the pavements, and you 
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EET—Do Your 
Duty 


A Woman's Eye View of Foot Pound- 
age—Let’s Stimulate the 
Walking Club Idea 





possible to make by a number of tannages. The trouble 
has always been the porous, spongy product that hardly 
fitted modern needs. 

Many merchants have sensed the need for soles that 
can give to the foot a restful cushion, flexible and re- 
sponsible to the needs of modern day locomotion. Some 
merchants believe that the new progress in the trade 
will be in the direction of a further study of molding 
the bottoms of shoes, so as to give a cushion effect which 
makes the shoes instantly comfortable without breaking 
in. George Geuting of the Shoe Styles Conference 
Committee has said time and time again that a man 
would rather take a licking than break in a new pair 
of shoes. 

Other merchants have stressed the comfort feature 
in men’s shoes and have been pioneers in developing 
lasts and materials to give upper comfort, and have 
adopted soles of plastic, flexible leather to permit the 
normal flexing of the foot in walking. Stiff soles may 
be needed for certain industrial work, but by and large 
the sole that bends freely with the foot serves to cor- 
rect foot defects, corns and strain of walking. 


LL over Europe walking clubs have been organized 

as a means of increasing not only foot health but 

general physical stamina of the people. The attempts 

at walking clubs in this country have been few and far 

between. There is ore outstanding development in that 

direction that is worthy of imitation in every city and 
town in America. 

“Walk and Be Healthy” was only a slogan until the 
National Association of Chiropodists and Podiatrists cir- 
cularized the nation and called attention to the impor- 
tance of a daily hike. And now men, women and 
children are “walking more for health.” 

Momentum has been added to this great aid to the 
shoe retailer through the interest of the large line in- 
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surance companies. In particular The Prudential In- 
surance Company of America has adopted the walking 
slogan and put it to work within their own organiza- 
tion. They relate, about “Our Own Walkers’ Club,” 
among 6000 men and women employed in the Pruden- 
tial home office, there are many who are very fond of 
athletics. The Prudential Insurance Company Athletic 
Association takes part in national meets, and some of 
its members have held world’s records in their special 
branches of sport. 

Some time ago there was formed within this organiza- 
tion what is known as the Fresh Air Walkers’ Club. 
Cards were supplied on which each member could keep 
a daily record. A button is awarded as soon as the first 
200 miles have been scored, another button is awarded 
at the end of 500 miles, and another at 1000 miles. 
Thereafter a button is awarded at the end of each 1000 
miles. In the first year of the club’s activities over 
1300 buttons were presented to members who walked 
and scored a total of more than 350,000 miles. The 
membership is about equally divided between male and 
female members. 

To help in accurate scoring many members purchased 
pedometers, which the club bought in quantity at a low 
price. A distance table was also published in the em- 
ployees’ magazine showing mileage from the office to a 
number of points in the residential sections. 

This simple plan has resulted in such great interest 
and benefit to the people of their own organization that 


the Prudential company now furnishes a little folder 
to their policy-holders or others who may desire to form 


walking clubs and the walking habit. The copies are 
supplied by the local agents of the company. 

Each folder contains a chart for mileage record, with 
spaces for the date, miles walked and totals. The card 
fits into a neat envelope. On the reverse we read: 

WHY WALK ?—It strengthens the bones, hardens 
the muscles, loosens the 
joints, benefits the heart, 
enriches the blood, 
speeds up a lazy liver, 
promotes deep breathing. 

It improves the figure, 
maintains normal weight, 
tones the nerves, sharp- 
ens the wits, improves 
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the temper and the complexion (you can add the rest). 

HOW WALK?—Briskly, head well up, shoulders 
back, chest high, abdomen drawn in, breathing deeply. 
Wear comfortable shoes, with ample room, flexible soles, 
sensible heels. Step out like you’re playing for keeps, 
and before you’ve gone a mile you'll feel the glow of 
warmth coursing through your body. 

WHERE WALK ?—To work, from work, or to and 
from work if you like. Part of the way, if too far 
from home to job. If you are a city dweller, spend 
some of your spare hours walking where there are trees 
—in the park, out in the suburbs, or farther afield if you 
can reach open country. 

Walk to some historical point of interest, to a local 
scene of beauty, to or from school, church, the movies 
or to any place where you must be seated for some 
time. Call on your friends who are within a good 
walking distance. 

WHEN WALK ?—Any time when you're not eating, 
sleeping or working. For people who have to use their 
head more than their hands there should be a walk im- 
mediately at the cluse of their working hours. This 
draws the blood from the head and dispels the tired 
feeling. Walking before retiring will often promote 
sleep. Sound sleep is nature’s great rejuvenator. 

Walk on a nice spring morning, of course. Also on 
a crisp winter’s day. Or a starlit night. Even a good 
splash in the rain, with proper outfit, may be much bet- 
ter for you than staying indoors. 

WHO ELSE WILL WALK ?—Ask them. Solitaire 
is not the best form of the game. Team-work is more 
successful. You meet people at their best on the walk- 
path. So get a friend alongside of you when you walk. 
Not always the same friend; walking can be used to 
form additional friendships. 

Give your friends score-cards. Develop the com- 
petitive spirit that makes any sport successful. Maybe 

you can start a Walkers’ 
Club and really help a 
lot of good people. 
When you start out to 
walk put on a pair of 
comfortable shoes. Do 
not wear old shoes! Re- 
serve a pair or two of 
shoes for walking. 


A reproduction of the records furnished each member 
of the walking club by the Prudential Insurance Company 


of America. 


Suitable awards are made after the member 


has completed an allotted number of miles 
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Getting More Shoes Sold Righi 


Summer Hotel Game 


HEN business consists of six months of prepa- 

ration and six weeks of action, it has elements in 
it that are different from standard and steady business. 
What would you think of an entire shoe business based 
on the idea of squeezing an entire season’s business at 
retail into six weeks of active selling? That’s what is 
happening in this style game. 

For example, factories making novelty shoes have 
been planning and waiting, but no volume of orders 
has been received until just under the opening gun of 
the short selling season. Merchants have marked time 
in buying shoes, so that many a factory has been only 
running on what might be called “promise préduction.” 

Millions of pairs of. shoes willbe needed in a few 
weeks to catch the spring season at its best. The mer- 
chant must learn new methods of marking up shoes if he 
is to condense into a few weeks the selling activity of a 
season. The merchant at least can get the extra money 
from the public if his shoes are right and wanted, and 
in the color, size and pattern desired, but the manufac- 
turer in this intensely competitive market finds that he 
cannot add a season’s overhead to his last-minute shoe- 
making. 

It resolves itself down to a statement that, if the pub- 
lic does want its shoes when it wants them it must pay 
for the storage and carrying charges and the risk of 
selection by the merchant and a little bit more for the 
added! costs of manufacture. 

It isn’t possible to run a “summer hotel business” on 
the same basis as the standard week-by-week business 
where the income of the year averages itself week by 
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week, when the expenses of store and clerk living come 
out of immediate income. A new financing system is 
necessary when the scheme of merchandising is com- 
plicated by the new last-minute wants of the public. 


New Dress Liberty 


IVE hundred dollars for a fur coat and nothing for 
a hat is an index of the well-dressed young collegi- 

The elimination of the hat is a very serious propo- 
Result—an industry that 


ate. 
sition for the hat merchant. 
is far from happy. 

Fashion word also comes that women next summer 
will discontinue the tight-fitting felt helmet and go to 
the wearing of bandana handkerchiefs—exit millinery 
profits. 

An industry that bobbed up with a burst of profits was 
the time-honored barber shop. It was reestablished as 
a beauty salon at high expense. Now it is more than a 
rumor—it is a fact that long hair is returning and the 
bob is out. 

Does all this mean less money spent on the head 
and the possibility of more for the feet? The feet win 
in a walk-over in the battle of extremities, which gave 
to the shoe trade a dozen years ago the term “millinery 
styles.” 

Study the rise and fall in fashion demand. It looks 
as though the shoe trade was in for a “lucky break” 
this spring and summer, for even if skirts lengthen, they 
will never again hide the shoes. The eye-view which 
was knee high now returris to the ankle and the shoe. 
The tides of fashion are turning shoe-wise. 


Gray Appears Again 


N playing poker the game is often sweetened by a 

round of “deuces wild.” The reappearance of gray 
as a color for spring and Easter serves the same sweet 
purpose in the merchandising of women’s shoes this 
season. 

The American woman has about forgotten gray as 
a footwear color, and, therefore, its reappearance has 
a certain charm, distinction and difference. 

The same holds true of gray as a fabric color. It has 
been out of fashion long enough for it to come back— 
but it is a new field of gray; in fact, two shades are 
uppermost—pidgeon gray and silver wing. Blends of 
the two grays are particularly happy in color selection. 

It has been one of the habits of industry to bring 
out some sort of gray in springtime. Some, stores profit 
by it; others consider the loss one of the hazards of 
style, so there you have it—to play as you see fit. 

Its late arrival brings about a corresponding haste 
on the part-of garment people, as well as shoe and 
leather operators, to get into the short vogue for gray 
as speedily as possible, and then fade out of the picture 
when the first sun-burn shades of spring enter style 
demand. 
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The T. B. M. 


HERE is the strangest feeling throughout America 

that cannot be explained. Are we beginning to be 
tired of prosperity? That seems a queer statement to 
make in an industry that hasn’t enjoyed much of it, but 
in every line of effort there seems to be a lack of thrill, 
incentive and inventiveness. 

The main idea is, let’s develop a fair article and then 
smear the country with it. The machinery of distribu- 
tion is everything today. Radios are now sold by an 
immense network of selling crews, each unit consist- 
ing of a manager and four missionary salesmen. The 
truck parks at the corner of a square of houses, the 
little men scramble around for an opening, so that they 
can leave the machine on trial. Delivery is immediate 
and the old army game of getting the whole family to 
like it clinches the sale. 

Next is coming the little unit chain store on the man- 
and-a-half basis. The smallest cubby hole on a good 
street, one manager, and a boy from high school for 
afternoon work. So the great machinery of distribu- 
tion is being built up. 

But sociéty protects itself, even against such service- 
able units. The public gets tired of a thing before the 
stock on the shelves knows anything about it. The 
little merchant has learned how to be sensitive to public 
demand, and’ he moves with the speed of the wind when 
the demand shifts. 
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Speed Up for Easter 


IX weeks to Easter and an entire Spring season’s 

harvest yet to be gathered. It will take all of the 

energy and application of the shoe stores of America to 
get the desired volume. 

A prosperity chart of the country, based on wages 
and earnings, shows no black spots and only the classi- 
fications of “Very Good,” “Good” and “Fair,” with a 
surprising area under the shading “Very Good.” Only 
one basic industry is in an uncomfortable position, and 
that is explained by the old saying, “The real estate 
business is poor when stock speculation is good.” 

The new wealth which 1929 will bring farmers, 
breeders and planters is being guided by more expert 
hands and brains. There are much better prospects in 
planting programs favoring a good year for agriculture, 
with or without the tariff. 

A strange by-product of this tariff discussion on the 
part of the farmers has been the growing resistance of 
the farmer’s wife against anything with the label 
“Imported.” She has heard so much about foreign com- 
petition in relation to the farmer’s standard of living 
that she is carrying the same thought into her opposi- 
tion of anything imported. This has been one of the 
strange by-products of the pre-tariff fight. 

A more wholesome picture of the betterment of living 
standards throughout the country will surely communi- 

cate itself into an accept- 





Without powerful per- 
sonalities who are able 


ance of more and better 
shoes—start now for an 
Easter start. 


to transmit what they 
know right - down - the- 
line to every unit man- 
ager there is an inevit- 
able mass of merchan- 
dise to accumulate inertia 
some weeks, months or 
years ahead. The mere 
fact that in big distribu- 
tive organizations the 
rate of turn-over is de- 
creasing is an index that 
all is not a bed of roses 
for systems that are 
based on shoes rather 
than men. Goods need 
watching —the more 
styleful the greater need 
for daily selling atten- 
tion. Goods tire on the 
shelves when the “boss” 
is ‘tired of business, and 
spends his time else- 
where. The alert mer- 
chant, who is on the job, 
is winning out—surely 
and profitably. 





The ‘Reason Why 


M. B. HUGHEY 
Watkins Glen, New York 


For more than forty years the RECORDER has been 
part of our equipment and we take this opportu- 
nity to express our appreciation for your many 
courtesies. We offer our congratulations for your 
success in making more real merchants out of just 
storekeepers. More power to you. 
Very truly yours, 
(signed) M. B. HUGHEY. 


* * 


Today, as has been so often said, competition 
is at its keenest, not between stores carrying 
the same kinds of merchandise, but between 
stores carrying entirely different kinds—each 
store trying to get for itself the largest possible 
percentage of the consumer’s dollar. Sensing 
this trend long ago, the Boot AND SHoE Re- 
CORDER has devoted its every effort to teaching 
its readers how to make the most of every op- 
portunity—that the shoe industry may get its 
rightful share of every consumer's dollar. 


President. 








Risks Grow 


HICH will get the 

business? “Play 
Safe” or “Play Fast.” 
A new aggressiveness 
for a profit is already 
apparent. 

In 1929 there will be a 
slowing up of turnover 
in shoe chains, because 
their plan of operation 
necessitates standard 
stock, with only about 2 
per cent of markdown 
allowance. The aggres- 
sive independent shoe 
merchants of this coun- 
try are not afraid of a 
markdown of 13.2 per 
cent. As a result they 
are meeting public wants 
with more shoes, more 
style and more profit. 
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illinery }:: 


O 1 Nn im 


OR this hat of fine beige straw, 

a beige colored chevron striped linen 

shoe, trimmed with sun-burn beige kid 

was the harmonizing choice. The round 

flowers on the hat are motifs for the 
scallops on the shoe 


vv 


D-« millinery influence shoes? Of course it 


does, but hitherto the harmony between women’s a 
hats and shoes has not been considered as all b 
important as harmony between the costume and the shoe. ta 
The fashion show, or style revue, presented at the Hotel te 


Astor last week under the auspices of the Retail Mil- 
linery Association of America for the first time marked 
a definite and deliberate hook-up between millinery and ( 
footwear. The shoes to be worn with the various hats 
were designed and selected with a view to their harmony 
with the millinery and were either selected from the 


wl 
tur 















































ti HIS pattern was repeated in a num- Spring line of William Goldstein Shoes, Inc., or else 
| ber of color combinations and mate- made especially by that firm. — 
h rials. Here it is seen in brown Almora The fact that millinery for Spring is showing a ten te: 
kid with trimming of lighter colored dency toward lightness and delicacy, simplicity and the 
| watersnake elegance of line rather than elaborate decoration, brought "a 
i the fine line shoe into the picture. al 
; i iy general, the shoe models showed a strong tendenc) lake. 

toward one-straps, high-riding and often with the T 
strap as an added feature. Pumps of, several varieties 

f also worked into the picture successfully along wit! A 
F step-in models, Colors were mainly of the beige an: that 
| light brown family with a few blues, blacks and browns. ee 
| Reptile trimmings were featured extensively, althoug!) bein 
j in restraint. Several fabric shoes were shown in thie rath 
| collection. com 
Several of the shoes were of the same pattern, but beig 
worked out in different materials and colors to bring tone 
| about a closer harmony with the millinery. For in- carr 
stance, the shoe pictured at the upper left appeared in colog 
chevron-striped natural linen trimmed with sun-burn pate 
HIS high riding one-strap was found beige as a complement to the large floppy hat of fie Plaiy 
to be a perfect complement to many ‘ straw. It also appeared in sun-burn kid and brown Reg 
of the new Spring hats. Shown here in beige as the proper shoe for wear with a more tailor d buck 

Lido-Sand kid, trimmed with watersnake type of hat. in t 





February 16, 1929 BOOT AND SHOE RECORDER 


ind ahoes 


armony 


S the proper complement for this 
little close-fitting hat of beige and 
brown, the Lido-Sand pump of kid, 
trimmed with pearlized kid of darker 
beige and brown watersnake was chosen 


The fine line pump at the top of the right-hand page 
also appeared in several different leathers and materials, 
being shown as a suitable type for either dress or spec- 
tator sports wear, depending upon the coloring and ma- 
terial. 


NE of the striking novelty shoes showed tip and 
heel of red and the vamp and quarter of red and 
white woven leather. This was worn with a white cos- 
tume in red and a red hat. 
White satin and white crepe pumps were shown with 
several afternoon costumes of the dressy type. Inva- HIS step-in was one of the hits of 
riably deeply sun-burned toned hosiery were worn with the show—a step-in of Patou blue 
these. The hats were generally of white, relieved by a (slate-bluc) kid, with petal-like decora- 
touch of color. tions of matching blue watersnake. Worn 
Evening shoes were generally of silk crepe, dyed to with a blue costume and blue ‘hat 
match the costumes and relieved by dainty gold or silver 
trimming. 


FEW open-shanked models in both kid and fabrics 

were shown, but these varied little in line from those 
that have been popular to a limited extent in past Sum- 
mers. All the shoes were fairly conservative in pattern, 
being distinguished by graceful lines and delicate colors 
rather than by ornate decoration. Several two-tone 
combinations were displayed, chiefly combinations of 
beige and browa, which harmonize with the prevailing 
tones in fabrics and millinery. With printed dresses 
carrying dark grounds and colorful figures, small dark 
colored hats were generally worn and with them the 
patent leather shoe was chosen as the proper complement. 
Plain patent leather opera or strip pumps and a few AVY blue also had a call. Here it 
Regents and step-ins decorated with small bows or is worked out in kid with a piping 


buckles posed in the center or at one side scored heavily of gray, to harmonise with a blue and 
in this class. gray costume and blue and gray millinery 
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_Other Peoples Ideas 








Putting the Personal 
Appeal in Ads 


NOXVILLE, TENN.—H. W. Ir- 

win of the Spence Shoe Co. has 
a private method of preparing his ad- 
vertising copy. Instead of trying to sell 
all his shoes to all the readers of the 
newspaper, he writes a story about one 
particular shoe to some particular cus- 
tomer whom he has in his mind’s eye. 
Unconsciously the personal appeal dom- 
inates the advertising copy, and as a 
result, his mail orders are showing a re- 
markable increase. 

*” * * 


Shifting the Shoes 


NOXVILLE, TENN.—The shoe 

department of the L. F. M. store 
is in the basement, and in common with 
most popular-priced departments, they 
keep a good representative selection of 
their merchandise out on tables. Man- 
ager Charles L. Hood says that it pays 
to change the location of the shoes 
every week or so. Shoppers often make 
several trips to the department, so if 
they see one shoe in one place all the 
time, they think it is an old sticker. He 
has also found that it is better to show 
a few shoes of several kinds on tables, 
rather than to put a dozen or more of 
one particular kind. 

* * * 


Making the Movie Stars 
’ Help 


NOXVILLE, TENN. — Colored 

pictures of popular movie stars 
are hung around the walls of the Cin- 
derella Shoe Store. These pictures are 
of uniform size, 12 by 14, and are in 
specially made framés, which bear the 
name “Cinderella” at the top. The rea- 


by HARRY R. TERHUNE., Frew €piror, 





Knoxville Kicks in with 
Some Good Ideas 


All the ideas on these two 
pages come from Knoxville, 
Tenn., a city of about 80,000 in 
the eastern part of the state 
and not far from the North 
Carolina line. This fact, how- 
ever, say prejudiced residents, is 
not their fault and shouldn’t be 
held against them. It is a whole- 
sale and manufacturing center, 
doing a business in excess of 
$100,000,000 annually. There are 
eleven railroads and lots of good 
roads. Trade comes from points 
far distant from the city and the 
merchants are live and alert.—- 
Editor’s Note. 











son for having the name on the frame 
is to impress the store’s name on the 
girl customers. College girls are crazy 
about movie stars, and as the store 
gives these pictures away after they 
have finished with them, they have a 
long waiting list. These photographs 
are furnished by the movie people, who 
are only too glad to get this publicity. 
fe ee 


He Doubled His Polish 
Sales 


NOXVILLE, TENN.—The best 

way to sell polish, according to 
J. E. Engran of the Kinney store, is 
actually to demonstrate to the customer, 
not only how to use it, but its merits as 
well. He has his salespeople rub a little 
on a shoe and shine it up with a cloth. 
This will convince the customer in the 
majority of cases. Since trying this 
method, his polish sales have been 
doubled, which goes to show that it sells 
the goods. 


Keeps New Styles Coming 


Along Constantly 


NOXVILLE, TENN.—Business is 

considerably better in the shoe 
department of the Miller Store, for, 
according to E. B. Sharp, the building 
up of the grades, the building up of the 
service and the going after business in 
a volume way has paid mighty fine 
dividends in the way of satisfied cus- 
tomers. The change in the buying 
method proved good, too. Instead of 
going to the market and buying a couple 
of month’s supplies, deliveries are 
scheduled so that three to six new shoes 
are kept rolling in each and every 
month. Figuring the seasons carefully 
from a color standpoint and then get- 
ting the new colors on the shelves very 
early has given the department a repu- 
tation for being first in styles. Being 
in early gives one a chance to clean out 
at a good profit before the local market 
is saturated. 

* * * 


Bulletin on Standing 


NOXVILLE, TENN.—In talking 

about that ever vexatious subject, 
the proper way to get the best results 
out of one’s salesforce, Oscar Fisher, 
who is shoe buyer in the George de- 
partment store, expressed. himsélf as 
follows : 

“We have a very good way here oi 
issuing a bulletin each week whicl 
shows the relative standing of each 
sales person in regard to extra, sug- 
gested sales and the total net results. 

“If we find that one is trailing con- 
stantly, we try to find out the reaso:. 
I endeavor to keep the interest up so 
that the same man will not be at the top 
all the time, and our weekly meetings 
provide the necessary stimulant. 
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“As a method of-keeping the stock 
always clean we take one line at a time, 
or if there are not enough sizes to war- 
rant that, we take several short lines, 
making a one-day special out of them. 
We have found this the better way, to 
keep hammering at certain lines, rather 
than to stage a big sale every so often. 
Recently the day after one of these 
events I found one man had sold one 
pair more of these specials than all the 
rest of the force put together. The next 
morning the crew were asked how this 
happened, in a friendly sort of way. I 
know the next time the result will be 
more even. 

“We never believe in clubbing the 
salespeople. A buyer can get much more 
out of them by praising them when they 
do good. If he is looking for the good 
things his crowd is doing, he will find 
plenty, or else he is the wrong kind of 


an executive.” 
+ * oe 


Reminders of Odd Lines 


NOXVILLE, TENN.—Out in the 

back room of the Nisley store, 
Manager H. W. Stone has all the odd 
lines of four pairs and under spread 
on a table. One shoe from each line is 
placed on top of the pile of boxes of 
this line. Boys coming into the stock 
room during most every sale are con- 
stantly reminded of these shoes. It is 
found that they sell much better this 
way than when they are all sized in to- 
gether and kept in certain sections with 


the regular stock. 
* * * 


Six Pair Lots 


NOXVILLE, TENN. — As a 

means of stimulating business, the 
Peacock Shop has been buying six-pair 
lots of red-hot numbers in the sure- 
selling sizes. These shoes are adver- 
tised only by telephone or by personal 
calls on the smart girls who are known 
to be interested in such novelties. When 
the girls are told that there are only six 
pairs of these shoes in town, and that 
the chances are that there will be very 
few seen on Gay Street, quick sales are 
invariably made. 
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A New Idea for Direct Mail 


NOXVILLE, TENN.—Twice a year the Kennedy-Gillespie 
Shoe Co. sends out an engraved announcement to its mailing 
list of regular customers. Most of them go to the out-of-town trade, 


on whom it makes a favorable impression. 
gorgeous, eight-page affairs—usually have a three-color cover. 


These announcements— 
The 


text is spread on the double page center, while the rest of the pages 
are blank. For the city charge customers, a 3 by 5 card, telling of 
one particular new shoe, is put in with the monthly bill. Mr. Mabry 
tells me that many extra sales have been traced to these ideas. 











‘* WISH I could fit them longer; 

but men here insist on short fit- 
ted shoes, such as they have been in 
the habit of wearing since grandfather 
was a boy. I’ve tried on them all the 
arguments I know. But you know that 
it is hard to teach an old dog new 
tricks.” 


CWS 


The Short Fit Habit 


So said the manager of an old es- 
tablished shoe store in an old estab- 
lished city, after a busy spell of fitting 
shoes to men. Now it must be that 
there are a lot of other stores in the 
same fix, for the army records, for 
the examination of recruits, show an 
alarming number of defective feet, the 


consequence of wearing short fitted 
shoes. . 

Soon or late, the shoe trade will 
have to carry on an educational cam- 
paign on sizes of feet, and the fit of 
shoes as a means to “Getting More 
Shoes Sold Right.” Wrong fitting must 
be eliminated. 





BOOT AND SHOE RECORDER 


February 16, 1929 


More Buyers or Fewer Shoes = 


Which Wins? 


HICH is it—over- 
W vroascrion or 

under consump- 
tion? Is the shoe industry 
to work out its salvation by 
cutting its factories in half 
or by educating the public 
to buy more shoes? 


“Restrict your production,’ 
head of the Simonds Saw and Steel Co. of Fitchburg, 


at the recent annual 
National 
Manu fac- 


Mass., 
meeting of the 
Boot and Shoe 
turers’ Association. 

“That’s all wrong,” re- 
torts A. H. Geuting, presi- 
dent of the National Shoe 
Retailers’ Association. 
“Furthermore, it’s not the 
solution which has been suc- 
cessfully adopted by other 
industries faced by a similar 
problem.” 

And in support of his 
stand, Mr. Geuting has mar- 
shalled a number of facts 
and has embodied them in the 
following letter to Mr. 
Simonds : 

“Dear Mr. Simonds : 

“According to my news- 
paper, you were reported to 
have made a statement re- 
garding over-production in 
the shoe industry at the re- 
cent convention of the Na- 
tional Boot and Shoe Manu- 
facturers Association. The 
article read as follows: 

“ “Mr. Alvin T. Simonds, 
of Fitchburg, directed at- 
tention to the matters of 
over-production. He said 
that instead of devising 
methods to induce men to 
buy more shoes the trade 
should endeavor to restrict 
new shoe manufacturing 


It is a momentous question. 
’ said Alvin T. Simonds, 


A. H. Geuting Challenges State- 
ment Made by Alvin T. Simonds— 
More Pairs Per Person, Not Re- 
striction of Production, He Says 


to buy more shoes? 


2ES op ee one SS oe oe eee No. Se 

Subscribers and supporters of the National Adver- 
tising Campaign for the Men’s Shoe Industry have 
this week received a big 12 page broadside an- 
nouncement of the spring 1929 Advertising Cam- 
paign. The announcement is prepared in striking 
form, illustrating the entire series of advertise- 
ments which are to appear in several of the 
National magazines during the spring season. With 
it also is a description and illustration of the new 
supplies for window display, and a new set of 
newspaper advertisements in mat form. The final 
page is devoted to an illustration of a standard 
spring Campaign window, all built about the big 
double spread which appears in the Saturday 
Evening Post in the issue of March 23, and the 
campaign slogan, “Shoes Mark the Man.” The 
advertisement reproduced above is one of the 

Saturday Evening Post series. 


enterprises. Capacity in 

the industry already is 

twice production.’ 

“I heartily disagree with 
you that restricting produc- 
tion is a sound way out of 
the difficulties of the shoe 


‘aliaiiry. When one says that there is over-production 
of an article he is at the same time saying that there is 
It is a mimentous question 


“In our industry, especially 
in men’s shoes, there are very 
distinct signs of under-con- 
sumption, and a campaign 
has been started to correct 
the situation. 

“In 1921 production facili- 
ties in all industries far ex- 
ceeded demand. The 
general prosperity in our 
country since 1921 is due to 
the fact that instead of scrap- 
ping factories, industries 
have promoted the sale of 
their respective products so 
energetically that today de- 
mand is in a fair ratio to 
production facilities, in spite 
of the fact that in many lines 
production facilities have in- 
creased enormously since that 
time. 

“T do not believe that any 
industry or country gains by 
restricting production. I be- 
lieve prosperity comes by in- 
creasing consumption and 
widening markets. Take our 
own men’s business, for ex- 
ample. In 1914 we pro- 
duced 98,031,000 pairs; in 
1926 we produced only 86,- 
644,000, showing a decrease 
of 11,387,000, or 11 per cent. 
This in spite of an increase 
in population of 16 per cent 
which has automatically 
widened our potential market. 
[TURN TO PAGE 80, PLEASE] 
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cH EVI RITA 


HE house that originated BLACK DIAMOND Patent, NACO and WEILDA 

Calf, NUBUCK, and many other well-known leathers, takes pleasure in offer- 
ing something new in shoe lining stock. CHEVRITA for linings is a worthy 
addition to a famous line of leathers. 


Our new CHEVRITA has all the characteristics of a good lining: 
1. A bright, high-style lustre, produced in 


4. It cuts very economically with a clean 


po colors of the day, including 
Parchment and Gull Grey. 


. An attractive finish that neither hard 
wear nor perspiration can destroy. 


. A fine grain that shows at its best when 
made up in the shoe. CHEVRITA en- 
hances the beauty of the shoe as only 
good leather can. 


edge, has great grain and fibre strength, 
and will outwear the rest of the shoe. 


. It is sold at a price that permits shoe 


manufacturers to “cut a corner” over 
higher priced linings; and permits their 
retailers to improve quality and meet 
price competition. 


GET ACQUAINTED WITH CHEVRITA—IT WILL PAY YOU. 
Write for samples. 


A.C. LAWRENCE 





210 South Street 


LEATHER VU CO. 





Boston, Mass. 
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A straight line is always 
the shortest distance 
between two points 


OT only in the schoolboy’s geometry—it is even more dramati- 

cally true in the production of a pair of shoes. For one 
outstanding advantage which enormous volume of production 
brings to every pair of International Shoes is the consequent abil- 
ity to manufacture economically practically every item that is used 
in their making. The result is a straight line of production which 
decidedly reduces cost and increases quality. 


It seems a long way from the bale of cotton on the farmer’s wagon 


to the lining in the shoes you wear. And it has not been many 
years since the International Shoe Company, as well as all other 
shoe manufacturers, was paying as many as five profits on a finish- 
ed lining. Today, with our cotton mili at Malvern, Arkansas, there 
is no change in ownership from the time the cotton is taken from 
the farmer’s wagon until the finished shoe is delivered to the retail 


shoe merchant. 


_* & 


ee Tae & RAND wae x a co. 
STAR Bi BRAND SHOES DIAMOND ‘BRAND SHOES 


_INTERNATIO NAL 


SAINT LOUIS CHICAGO 
MANUFACTURERS 
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The International Shoe Company, by reason of its extensive oper- 
ations, is continually reaching further and further back toward 
the raw materials and thus economically converting them into 
materials to be used in the finished shoe—and the further we 


reach the greater are the economies involved. 


The International Shoe Company has more than $25,000,000 
invested in its tanneries, its rubber plant, textile mill, and some fifty 
odd auxiliary plants, which produced last year more than 
$78,000,000 worth of the material used in the manufacture of its 
shoes. Through this source of supply, the company is better able 
to maintain the uniformly high standard of its specifications, 1d 
in addition to substantially reduce the cost of these materials, fo. if 
it were necessary to purchase them in the open market, doesn’t it 
stand to reason that the other producer would exact something for 
doing the job for us, and especially so on a volume of business 


reaching such proportions? 


Business is service. Service is economy. The ability to serve is 
fundamentally the reason for business success. This will apply to 
the retailer as well as the manufacturer. The business operated on 
the principles of deep-rooted service will always have a staunch 
following with an otherwise fickle, penalty exacting public. 


ate 


— @ Kod 


INTERNATIONAL-CHICAGO SHOE CO. MORSE & ROGERS HUTCHINSON-WINCH 
CHICAGO NEW YORK BOSTON 
SOLID LEATHER SHOES SUNDIAL SHOES TRIANGLE BRAND SHOES 


SHOE COMPANY 


NEW YORK BOSTON 
TANNERS 
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THE “NAVY BLUE” OF 
THIS SEASON IS 
BRIGHT AND FAINTLY 
TOUCHED WITH 
PURPLE. 


THIS. type of blue brings out a 
cininplaciiitiong eile Sreen the vich 
depths of our Grotto Blue - 1300 
a versatile colour which harmonizes 


with all lypes dS witiiiine blues. 


Mow Rt: Lather C3 Sire. 


clamples by request to Rowe 1702 - 100 Gold Areet, (New York 
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elling hoes Road 


News of the Shoe Travelers 


Edited by HELEN M. HANEY 








Young Man “Modern” Wants More “Dog” 


By Hugh Doyle, who with Albert Doyle of The Doyle 
Shoe Co., Brockton, sells the output of the factory to 


volume buyers. 


To the retail shoe merchant who would cater to the 


young men’s popular-priced shoe trade to the tune of 
greater turnovers and profits, may I emphasize the follow- 
ing definite wants of the consumer? But—most important 
of all—it is necessary to display shoes for the young man 
in your windows, with prices, and the right atmosphere. 

1. The young man “Modern” wants plenty of “dog” 
and dash in his shoes. ; 

2. The young man “Modern” likes sport shoes. He 
is buying them for street wear as well as for wear on the 
golf course. I believe that the sport shoe demand will 
grow stronger with the spring and summer of 1929. 
Whereas, formerly sport shoes were bought only for va- 
cation days, they are now practically year-round sellers. 

3. Big buyers have been studying the men’s sport trend 
carefully and are planning thei stocks to the extent of 
30 per cent in sport types. Black and white sport com- 
binations, with black and white sport soles; elk and tan, 
and camel and black with fanciful sport soles, of a semi- 
golf type, look like fast sellers for the seasons just ahead. 


Black and white lead the sport shoe combinations. 
4. Public golf courses are popular and increasing in 


numbers. 


Young men find golf as alluring as do the 


older men, and are buying shoes in which to play the 


game. 


5. In addition to sport shoes with sport soles there is 
also a growing demand for the sport shoe with leather 
soles; again black and white is a favorite. 

The young men buyers of popular priced shoes like 
black shoes on a medium toe; blucher styles are selling 
well, whereas formerly laced shoe styles were the 


favorites. 





J. GORDON, known to the trade as 
« “Les” Gordon, who for the past 
four or more years has represented the 
A. E. Nettleton Co. and prior to that 
time was affiliated with Hanan & Sons 
on the Pacific Coast, now represents 
the Old Colony Shoe Co. Les is to con- 
tinue to cover his old territory and, in 
addition to that, the section from Chi- 
cago to the westernmost coast, North 
and South, for the Old Colony Shoe Co. 
He will make his headquarters and 
home, as formerly, at Los Angeles. He 
is leaving New England this month 
with his line of spring samples. 


OHN PEYSER, who has represented 

Brooklyn factories in Greater New 
York and in the South Atlantic States 
for a great many years, was recently 
appointed manager of the New York 
office of the Interstate Shoe Company 
at Room 914, Marbridge Building. Jack 
has a host of friends in this territory. 


H K. GIVENS represents the Sam 
« B. Wolf Sons Co. and the 
Shapiro-Wagman Shoe Co. on the 
Pacific Coast. His permanent sample 
room is at Room 654 Hayward Hotel, 
Los Angeles. 


W. HUNTER, 

e who sells the 
G. H. Bass & Co. 
line in southern 
New England, rep- 
resented his house 
on the occasion of 
the biannual 
Sportsman’s Show, 
recently held in 
Boston. Mr. Hun- 
ter says that he 
notes with interest 
the increased de- 
mand for sport 
footwear, on which 
the House of Bass specializes, sales 
showing a 12 to 15 per cent gain in 
1928 over those of 1927. Mr. Hunter 
has sold the Bass line for nearly 30 
years. “The moccasin pattern, one of 
our early specialties, is a favorite,” 
said Mr. Hunter. “This is demon- 
strated on several styles of women’s 
sport oxfords, some in smoked and 
some in white elk, with bright trims 
in washable and fast colored leathers, 
with sport soles.” Mr. Hunter also 
sells three types of the Bass aviators’ 
shoes. J. R. Bass of the firm was at 
the booth, as well as Arthur D. Brown 
and G. A. Marshall from the factory 
at Wilton, Me., and W. B. Goodnow, 
salesman from New York. 


H. W. Hunter 


D. REAM, vice-president of the 
« N.S. T. A., was a recent guest of 
the Nebraska Shoe Travelers’ Associa- 
tion, at a special meeting which was 
held in the Paxton Block, Omaha. Vice- 
President Ream gave an outline of the 
work being done by the N. S. T. A., and 
a report of the business transacted at 
the Eighteenth Annual Convention of 
this organization held in Chicago. 


NDY MURPHY is now covering 

Massachusetts, Rhode Island, Con- 
necticut and eastern New York, along 
the Hudson up to Albany, for the Ault- 
Shackford Shoe Co. He formerly cov- 
ered sections further away from home, 
and is most happy in his more recently 
assigned territory. Andy is showing his 
customers some brand new numbers in 
the Ann Elise and Wise & Cooper fash- 
ion welts. 


B B. SCHEURER joined the Inter- 
¢ state Shoe Company organization 
on Feb. 1, and will cover the South 
Atlantic States. Ben has been in this 
territory for a great many years; his 
host of friends will doubtless be de- 
lighted to know of his new connection. 
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| 
EDUCATOR ARCH ELATORS 


Everywhere Popular with Women Who 
Demand Comfort as Well as Style 








ONSISTENT with the entire Educator line the three shoes 
C shown on this page have been designed to insure a day- 
in-and-day-out saleability—to give to the retailer the type of 
merchandise that most nearly achieves all the requirements 
of feminine footwear. 

The nation-wide popularity of these three models testifies 
as to how well we have accomplished our purpose. 

Educator Arch Elators for women are built with the knowl- 
edge that for the average woman of today comfort and smart 
appearance must be effectively combined in any shoe that 
Style 9010—Patent Colt One Strap, continuously receives her approval. 
agg Paap a age Page Educator Arch Elators do just that—for to the Educator 
$4.85. In stock also in Brown Kid principle of construction that has been famous for more than 
ee twenty-five years, we have added a new note of style and grace 


that pleases the most exacting purchaser. 


Educator Advantages to Retailers 
Under our policy retail dealers holding an exclusive Educator 
franchise enjoy unusual advantages. 

We regard them as virtually co-partners—giving them the 
benefit of every saving that can be effected through expert 
buying of raw materials and through modern factory methods 
and volume production. 

We carry the surplus stock—your order brings immediate 
shipment. No Educator dealer is required to carry more than 
just enough shoes to give his customers an adequate selection 


and to insure a proper fit. 

Shem Wesds en nena This and the great care employed in the development of 

peony Se ae =< new Educator models protect our retailers against the burden 

with Brown Suede Trim. of large inventories and the exasperating losses resulting from 
style changes and stock depreciation. 

We shall be glad to hear from responsible dealers interested 


in an exclusive Educator franchise. A few territories are 

still open. 

EDUCATOR SHOE CORPORATION 
OF AMERICA 

Offices: 225 West 34th Street New York City 


SE DUCATOR 


are also stocked in one strap and 


three strap models as illustrated on 
this page. 
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H A. UNKE, for 
ethe last thir- 
teen years with the 
sales and sample 
styling divisions of 
the Harsh & Chap- 
line Shoe Co., Mil- 
waukee, became 
identified Jan. 1 
with the Chapline- 
Mayer Shoe ‘Co., 
thus renewing the 
business  associa- 
tion with President 
rr Cc. O. Chapline 
an ee which started in 
the Harsh-Chapline organization. In his 
new association Mr. Unke will have 
much to do with styling the line besides 
directing the advertising activities. 
RANK J. LARKIN, president of the 
N. S. T. A., has recently appointed 
the following regional governors, in the 
districts set opposite their names: 
Harry P. Lynch of Boston, New En- 
gland; Halsey Elwell of Chicago, IIli- 
nois and Michigan; Ross Bates of 
Minneapolis, Minnesota and Wisconsin; 
Frank J. Weber of Cincinnati, Ohio 
and Indiana; Carl P. Ortlund of Des 
Moines, Iowa, Nebraska and the Da- 
kotas; W. T. Mitchell of San Antonio, 
Southwest; Frank L. Fitzpatrick of 
Philadelphia, New York and Pennsy)- 
vania; Sam Juneau of Hollwood, Cal., 
Denver, West. 


J. MACKEY, who was a traveling 

«salesman for the Columbus Shoe 
Company for the past eight years has 
taken a position to cover Ohio for the 
line manufactured by the E. & B. Shoe 
Company of Rochester, N. Y. Mr. 
Mackey is well known in the Middle 
West, and has devoted many years to 
selling shoes. (UTPS) 


ARRY L. THOMAN, a son of 
Louis Thoman, president of the 
Columbus Shoe Company, himself a 
traveling salesman for that company, 
was recently appointed to represent the 
Sinbac Shoe Manufacturing Company 
in Ohio. (UTPS) 
HE Brown Shoe Co. has added 
many new and well known repre- 
sentatives in the East to its sales- 
force, as follows: G. B. Todd, Maine, 
formerly representing Weinbrenner of 
Milwaukee; A. . Fletcher, New 
care, for years with Rice & 
Hutchins; George Carruth, central Mas- 
sachusetts, for many years with Rice 
& Hutchins; Marcus Constantine, 
Greater Boston, formerly with R. J. & 
R. in Philadelphia; Willard P. Law, 
Connecticut, formerly with Cambridge 
Rubber Co.; Wiley Smith, Rhode Isl- 
and and Cape of Massachusetts, for 
years with Rice & Hutchins; Lawrence 
Gravelle, Albany district, formerly with 
Simplex of Milwaukee; L. S. Sim- 
mons, Syracuse district; Lloyd West- 
gate, Elmira district, formerly with La- 
Crosse Rubber Co. and E. J. Co.; W. D. 
Ranck, northern 5 eunaereane. for many 
ears with J. E. Dayton Co.; Harry 
eetsel, Reading, for years with Morse 
rs; Milton Kahn, Hagerstown, 
istrict, formerly with a Balti- 
more novelty Seuser Macey J. Kimmel, 
Harrisbur; territory formerly with 
U. S. Rubber Co. William H. MacFar- 
lane, formerly with Roberts, Johnson & 
Rand Shoe Co. in Youngstown, succeeds 


Hartly in the Dayton territory; while 
J. A. Brocker takes the Zanesville ter- 
ritory. A. G. White, advertising man- 
ager of the Brown Shoe Co., writes that 
the new men are doing a mighty fine 
job in developing the East on Brown- 
bilt and Buster Brown shoes. 


HE Southwestern Shoe Salesmen’s 

Association Convention was held at 
Fort Worth, Feb. 11-13, ih connection 
with that of the Southwestern Shoe Re- 
tailers’ Association. Prominent among 
the officers of the Southwestern shoe 
travelers on the committee of arrange- 
ments were Buford McWhirter and 
W. T. Mitchell. 

HE Wisconsin Shoe Travelers’ As- 

sociation recently installed its 1929 
officers at a dinner meeting in the 
Plankinton Hotel, Milwaukee, as fol- 
lows: President, Henry D. Keuhn, Mil- 
waukee, Doerman Shoe Co.; first vice- 
president, H. W. Klos, Madison, Dunn 
& McCarthy, Inc.; second vice-presi- 
dent, F. E. Schmidt, James Shoe Mfg. 
Co., Milwaukee; secretary-treasurer, 
C. W. Johnson, Wauwatosa, Adams 
Shoe Co., Milwaukee. President Henry 
Keuhn announced his 1929 committees 
following reports by the chairmen oi 
the leading committees for the preced- 
ing year. Secretary Chris Johnson 
pointed with pride to the increase in 
the average attendance during 1928, 
and reminded the membership that the 
preceding year had constituted a peak 
point in the association’s history. Re- 
tiring President Lap Imig was pre- 
sented with a handsome cowhide bag 
as a token of appreciation for his two 
vears as executive officer, for his ef- 
forts in promoting membership growth, 
as well as the promotion of a candidate 
for the presidency of the national asso- 
ciation in the person of Frank J. Lar- 
kin. President Larkin was a guest of 
honor at the Milwaukee meeting and 


Bostonians: John Roedder, general 
salesman for the Commonwealth 
Shoé and Leather Co., and Fred 
Faulkner, who covers re pert of the 


South for Commonwealth, recently 
snapped on Miami B Beach, while 
personally demonstrating the new 
shade of sun-tan. Both Messrs. 
Roedder and Faulkner have sold 
Bostonians for over 15 years. 
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ACK LONDON 
is vice-presi- 
dent of the Paci- 
fic Coast Shoe 
Travelers’ Asso- 
ciation. He repre- 
sents the Goldie 
Shoe Co., as 
well as the 
Karelis Shoe Co. 
Jack London is 
one of the active 
workers of the 
association and 
has done splen- 
did work on the 
various committees of the P. C. S. T. A. 


Jack London 


expressed his appreciation for the sup- 
port accorded him by the Wisconsin 
contingent. Clarence R. Terry of Mil- 
waukee, representing the Johansen 
Brothers Shoe Co., John H. Dow of Mil- 
waukee, representing the St. Louis 
Shoe Co., and Ralph Cassidy of Mil- 
waukee, representing the Weyenberg 
Shoe Mfg. Co., were elected members. 
The Badger State association offers 
attendance awards; the award at this 
meeting was a 26-mile airplane sight- 
seeing trip over Milwaukee, won by 
Paul Becker, representing the F. M. 
Smith Shoe Co. of Milwaukee. Mr. 
Becker’s major avoirdupois is prompt- 
ing the other members of the associa- 
tion to keep their fingers crossed during 
the hours for these flights. Mr. Becker 
has promised to remit his 1929 pre- 
mium for N. §S. T. A. insurance before 
cashing in on the ride. 
66 ROPICS in Winter and Wiscon- 
sin Woods in Summer” would be 
an appropriate title if Joe Kalisky, 
Chicago representative of Thompson 
Bros. Shoe Co., decides to commit to 
type a description of the good times he 
enjoys between selling trips in Midwest 
territory from Detroit to Grand Forks. 
Each summer finds Joe basking in the 
beauties of Barron County up in the 
Badger State and every winter, when 
most of us are wrestling with blizzards 
and subzero temperatures in the land 
of frozen feet, Joe and his sister are 1e- 
maining indoors during the noon hour 
in Havana or some other tropical town 
in order to escape the prostrating heat 
of mid-day. But in between these well- 
earned siestas in a busy life, Mr. Kal- 
isky attends strictly to business with a 
yearly result that belies the growing 
belief in some quarters tht the day of 
the traveling shoe saleesman has 
passed. 


ENNIS KELLY of Denver, Colo., 
is handling the new line of the 
Clark-Kimball Shoe Company of Bos- 
ton and is selling their boys’ and girls’ 
shoes in connection with the men’s line 
of the Jarman Shoe Company of Nash- 
ville, Tenn. Mr. Kelly has covered 
Colorado, Wyoming, Utah, Montana, 
Idaho and Nebraska, for a great many 
years, and has a wide acquaintance 
among the retail shoe merchants. 


J D. PARKER represents the Ham- 
¢ ilton Brown Shoe Co. on the east- 
ern shores of Virginia, Maryland, and 
Delaware. His home town is Onan- 
cock, Va.; he has represented this con- 
cern for the past eight years. He re- 
ports that his business has been fair 
and that he looks forward to selling 
many sport oxfords this year. 
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Newest Numbers 
for Spring 


“ ” “ORMO” 
deceit Pox Special Process 

B-999—Genuine Sunburn B-204—Genuine Light 
Beige Lizard with Kid Beige Snake 
Quarter to match $6.1 


“IVENA” 
Special Process 
B-202—Genuine Beige 
Snake with Kid Quarter 
and Heel to match $6.15 


All the Wanted Lighter Shades 
All the New Genuine Reptilians 
In-Stock Now “LUELLA” 
“LINDA” 
Special Process 
B-203—Genuine Mauve 


Special Process 
B-996—Genuine Brown 
Snake with Mauve Kid 
Quarter and Heel 


Snake with Brownstone 


- Kid Quarter 




















THE MENIHAN COMPANY 


In-Stock Department 


ROCHESTER, N. Y., U. S. A. 
“{VERDELLE” 
° * . Specia rocess 
“O6AGE” Makers of Menihan Arch-Aid Shoes B-848—Genuine Black 
Nie5087 rae wis - Lizard with Mat Kid 
ne own > tal rte 
rite for Agency Proposition Bisene sobs ~~ 03 
86.10 Blue Lizard with Blue 
Detroit Office: Pittsburgh Office: Kid Quarter 96 
Detroit-Leland Hotel Henry Hotel 
New York Office: Cc. G. SELLERS W. A. BARNEY 
846 Marbridge Bldg. gan Francisco Office: 
B. W. MOYLAN 


Chicago Office: 
Los Angeles Office: Majestic Hotel 
Plaza Hotel . 111 East Sth St. 
H. 8. KUSHINS Cc. E. VAN DE GRIFT 








New England Office: 
Draper Hetel, Northampton, Mass. 
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NATIONAL NEWS 


Light Colored Water Snake Is 
Surprise Shoe at St. Louis Opening | 








Jumps Into Lead at Spring 
Offering Coincident With 
Clearance Sales 


Sr. Louis, Mo.—February brought 
premier showings of spring footwear 
but with the introduction came also 
the heaviest snow of the season. In 
spite of the weather a department store 
conducting its yearly event of ad- 
vanced spring styles, did succeed in 
bettering the business over the same 
sale of a year ago. 
_ A privately announced three-day 

sale to its charge customers brought 
an avalanche of business, but the gen- 
eral sale announced through the news- 
papers surpassed the activity of the 
private event. It is from this sale that 
the buyer receives an accurate demand 
of the style trend and is an influence 
on further orders. 

In the better grade department the 
selection of footwear in reptilian mate- 
rials was the surprise shoe. Water- 
snakes and lizards were bought in 
preparation of a normal demand but 
these materials were so popular that 
the buyer feared his stock would be 
exhuasted before the completion of the 
event. Fifteen hundred pairs had been 
purchased and the first three days 
found this stock badly depleted. Light 
colors prevailed with the demand 
equally divided between all-over pat- 
terns and combination vamp-quarter 
ty 

Jue, the second choice, also proved 
interesting, being a vogue that had not 
been advanced as an outstanding type 
for spring, although a demand had 

redicted among the wanted 
styles. Commander Blue shared honors 
with reptiles. The dark shade was 
alone in the blue field as little or no 
mention. was made of the lighter shade, 
or Fox Blue, by the manager of the de- 
partment. The biege field proved dis- 
annointing, the answer for the lack of 
interest being too early in the season 
for these shades. Confidence was ex- 
pressed that sunburn shades would oc- 
cupy their proper place later. 


To Take Over Dept. 


BIRMINGHAM, ALA. (UTPS)—The 
I. Miller Co. will take over the shoe 
department of Burger-Phillips Co., 
Feb. 11, according to B. Corman, man-_ 
ager. 
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They Want to Know 


Merchants ask us where to buy 
shoes and other store merchan- 
dise. In this space we list the 
following typical inquiries: 


H-1491 Wants women's 
pumps retailing $5. 

H-1492 Wants women’s novelties re- 
tailing $4.65. 

H-1493 Wants 16-18 inch boot with 

hookless fastener. 

Wants snappy line of 

women’s New England made 

turn, patent leather D’Orsays 

to cost about . 

Wants sheepskin lined boots 

and shoes. 

Wants boys’, youths’ and 

little men’s welt oxfords re- 

tailing $4, $4.50 and $5. 

H-1497 Wants women’s novelties re- 
tailing $2.95 and $4.95. 

H-1498 Wants women’s novelties 
costing $2.75 to 

H-1499 Wants women's novelties 

in small sizes from 1 up, to 

retail $8.50. 

H-1500 Wants men’s hockey boots. 


Interested parties may have 

names on request to Information 

Department, Boot and Shoe Re- 

—_. 80 Federal St., Boston, 
ass. 


novelty 


H-1494 


H-1495 
H-1496 

















Simons Chain Plans 
Many New Stores 


NASHVILLE, TENN.—Simons Chain 
Stores Co., with headquarters in this 
city, announce an expansion of their 
chain which will take them into the 
important cities of the Carolinas, Ala- 
bama and those Tennessee cities in 
which they are not now represented. 


Stores have recently been opened by a | 


member of the firm in Hot Springs 
and Eldorado, Ark. Two stores are 
opening here, one in the former loca- 
tion of J. H. Ring & Sons, on Third 
Avenue. This will be a popular priced 
family shoe store and will be known 
as Simons’ Shoe Store. The other is 
at the corner of Public Square and 
Second Avenue and will be called the 
Boston Shoe Store. This latter store 
will also have a selling basement 50 
by 100 feet, which is being advertised 
as “The only bargain shoe store in the 
South.” Leon Davis is general man- 
ager of the firm’s retail stores and is 
directly in charge of the various ex- 
pansion activities. 








EVERY WEEK 


Boston Retail Trade 


Shows Steady Gains 


Boston, Mass.—New shoes appear 
in windows in greater numbers and 
merchants are planning their Easter 
trims. Sales continue in many stores, 
with good results. Party shoes in 
white satin, purchased to be dyed in 
green, or red, or some other color to 
match, or sharply contrast, with eve- 
ning gowns, are good sellers. In 
women’s street shoes, brown kid straps 
and ties, in medium height heels, are 
in demand. Sun-tan shades in hosiery 
lead in women’s hosiery colors. Patent 
leather ties and straps are favorites 
in children’s shoes. The moccasin pat- 
terns in tan and smoked elk oxfords, 
with sport soles, are steady sellers. 

Men’s black shoes, in snappy pat- 
terns, both in high and lower grades, 


| are selling to the extent of about 70 
| per cent. 


Men’s sport shoe numbers 
in black and white and tan and camel 
shades, are reported as selling excep- 
tionally well for this time of the year. 
Skating shoes, with skates attached, 
have sold well in those retail stores 
which have featured them. 

The rainy, and generally milder 
weather, of the past week, has mate- 
rially helped the movement of rubbers. 
Spats have sold in satisfactory volume 
during the past month, say managers 
of men’s shoe departments. Men’s 
hosiery in plain ribbed effects is sell- 
ing in good volume, although the gayer 
numbers in plaids, continue to interest 
the younger man. 

Windows of shoe stores are attrac- 
tively arranged, even where sales are 
in progress. Business for the first two 
weeks of this month has been slightly 
ahead of that for the corresponding 
period of January, say retail shoe mer- 
chants. 


A. H. Meadors, Jr. 


Taken into Firm 


NASHVILLE, TENN. — A historical 
event in the annals of the John A. 


| Meadors & Sons store took place last 


week, when Allen H. Meadors, Jr., of 
the third generation of the Meador 
family, was taken into the firm. His 
coming in no way disturbs the other 
members, who are Allen H. Meadors, 
Sr., W. A. McGarock and W. T. Karr. 
For the past year Allen, Jr. has been 
merchandising the young men’s $8 and 
$10 shoes and gradually breaking into 
the buying of the women’s style shoes. 

A complete refurnishing of the 
store’s interior has been decided upon. 
The plans call for a thorough modern- 
izing of all the departments. Work is 
to be started at once. 
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TOMORROW-> 








Show Passers-by 
Your Merchandise 


N EVER mind the snow flurries — Spring is 
just around the corner, and women of your 
city will soon be searching for Individual 
Styles in Spring Footwear. 
Independent Style Scouts and our Sunlight 
Factories have been working day and night to 
ce — “Styles of Tomorrow — Today”’ for 
your trade. The number shown, the ‘“‘Zepp,”’ 
is an indication of the attractive styles ready 
for Independent dealers. Be the first to present 
Independent footwear and you are sure to 
become the style headquarters of your city. 
Write or wire for an appointment with our 
special Independent representative. 


White Calf Buckle Strap 
Sandal, Patent Kid 
Trim and Smocking, 
131 Last. 


AAA to C Widths 
Price $5.10 


Special Make Only and 


“ZEPP”’ can be s in all 
Desired Wnttnosine 
of Colors and Materials. 


Install This 


Silent Salesman 


You are overlooking the possibilities for a good 
deal of new business and paying rent on useless 
footage if you leave the floor space outside 
your door empty. A Silent Salesman like this, 
installed on this space, will make passers-by— 
who would otherwise remain unaware of your 
values—stop, look and come into your store. 
An outside Silent Salesman Show Case will 
quickly pay for itself. Write us for further 
information. 


DISPLAY CASES ‘Independent Shoe Manufacturers 


DETROIT SHOW CASE CO. 1140 Washington “Be, ~” hur mead 
1670 W. Fort St. Detroit, Mich. | Seon “4d 
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St. Louis Gets National 
Convention 


St. Louis, Mo., Feb. 14.—The 
1930 convention of the National 
Shoe Retailers Association will 
be held here in January, it was 
announced here today. The ex- 
ecutive comimittee of the associa- 
tion, headed by President A. H. 
Geuting, is meeting here tomor- 
row to discuss final plans and de- 
tails. Arthur Ebbs, of the Swope 
Shoe Company, St. Louis, has 
been named chairman of the ar- 
rangement committee. 











Says Red Shoes Will 
Be Good in the South 


Steele Also Believes Woven Sandals 
Will Be Big Sellers 


ATLANTA, GA.—“Red shoes will be 
the biggest bet for the Southeast and 
the Southwest starting March 1,” says 
Hubert Steele of The College Shops. 
He looks for red shoes to continue 
through the summer as well. Up to 
this season this color has not been pop- 
ular in the Southeast, but all indica- 
tions point to this section joining with 
Texas this spring in using red in its 
entirety or shoes splashed with red. 

When pressed for the basic reasons 
of such a prediction, Mr. Steele gave 
these: “Black shoes do not appear to 
be outstanding and this will not be a 
black season like last year and the year 
before. Neither will it be an extremely 
big colored kid season, although plenty 
of colored kids will sell. Red, conse- 
quently, will fit into the spring picture 
best. Some of the high grade fellows 
feel the.same way too, and are back- 
ing a. their judgment with orders. 

‘This spring, a buyer can take Pon- 
gee (color No. 800), Patent and Red 
and be able to satisfy the big majority 
of his trade. There will, of course, be 
some satin as usual. Some print cloth 
too, as this will complement the printed 
dresses. There is an absolute need for 
a limited number of this type of shoe 
in the summer. About 20 per cent of 
the shoes will be white, with 50 per 
cent of this amount of white woven 
sandals. A whale of a lot of sandals 
will be sold, even more than last year, 
I believe.” 

(Ed. note. The stores operated by 
Mr. Steele are a one price ($4.50) 
chain group. This should be taken in 
c ion in weighing his opinions.) 


McLaughlin to Buy for 
All Gimbel Stores 


New York, N. Y.—Hereafter, all 
the men’s shoes for the four Gimbel 
Brothers stores in New York, Phila- 
be ng Pittsburgh and Milwaukee 

be bought in the central buying 
office by George McLaughlin, hitherto 
buyer and manager of the men’s shoe 
department in the Gimbel Philadelphia 
store. The departments in the four 


Se nt meted | a depart- 
ment manager who also will act - 
sistant buyer. = 





Rayon Makes Tricky Shoes 


Rayon has entered the footwear 
mode in various characters during the 
past season and is receiving enthusias- 
tic attention from the leading stylists 
of shoes and slippers both in this coun- 
try and in Europe. These seven mod- 
els illustrate the variety of uses of 
rayon cloths in tailored spectator 
sports, afternoon and evening wear. 

Upper row, left to right: Corded 
rayon in pastel shades used by Del- 
man with bisque royale kid in a smart 
shoe for street and spectator sports 
wear; a Laird Shober evening slipper 





in rayon flat crepe with silver kid in- 
step strap and trimmings; Julienne 
slipper in pale green rayon crepe em- 
broideréd in black and green flower 
design on heel and instep. 

Middle row, left to right: Starred 
lunasol slipper created by Shoecraft; 
Marouf rayon crepe with modernistic 
gold kid heel and trimmings. 

Lower row, left to right: Evening 
slipper of rayon moire with gold kid 
trimmings; evening slipper of beige 
rayon moire with gold kid heel and 
trimmings. 





Oger Predicts Vogue 
of Sunburn Shades 


Los ANGELES, CAL. (UTPS)—That 
the Hollywood spring season in 
women’s footwear will follow the mod- 
ern trend of high color for sports and 
spectator sports, with the more sub- 
dued tones for evening and afternoon 
wear, is the statement of Henry Oger, 
—— of Wetherby-Kayser Holly- 

shop. 

Mr. Oger is advising the film city 
patrons to plan their wardrobes with 
a view to carrying out the sunburn 
idea, for genuine or simulated, sun- 
burn is here to stay for the summer. 
Lizard, kid, suede and dainty crepes 





are among the spring tones already on 
display. A little later in the summer 
or for resort wear, Mr. Oger predicts 
the most original and colorful design 
of footwear yet offered. There will be 
a wide range of entirely different and 
novel materials such as printed linens, 
shantungs, silk crepes and novelty 
plaited straws. 


S. Cohen Manages Dept. 


BIRMINGHAM, ALA. (UTPS)—Sam 
Cohen is manager of the shoe depart- 
ment of The Fashion, a ready-to-wear 
and shoe store opened up here recently. 
The store is located at 2027 Second 
Avenue, North. 
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JEFFERION 


IMPORT CO., INC. 


MARBRIDGE BLDG. 


1328 BROADWAY, NEW YORK 










INSTANT SHIPMENT 
FROM STOCK | 


The finest grades of imported 
woven leather sandals are now 
in-stock. Made entirely by 
hand on real American 
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= A. W. GREELEY 
o{ 12 Duncan St. - 






The Average 


Woman 


wants a Boudoir house slipper 
which is practical, well-made 
and good-looking. She always 
finds these qualities in Greeley 


Boudoirs. Hence their 
perennial popularity and 
profit power. Your job- 
ber should supply you. 
If he cannot—write to us. 
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Wilbar’s to Stage 
Style Show March 12 


Boston, Mass.—The Fifth Annual 
Shoe Style Revue and Dance of the Wil- 
bar Associates will be held in the main 
ballroom of the new Elks’ Hotel, this 
city, on Tuesday evening, March 12. 
The Wilbar Associates is a mutual ben- 
efit organization, composed of the retail 
shoe sales people of the Wilbar Shoe 
Stores, who work earnestly and ef- 
ficiently, under the leadership of H. C. 
Bluestein, Washington Street store 
manager, to make these annual style 
shows brilliant affairs. 

The Messrs. Wilbar stage their an- 
nual style revue as an opening bow to 
the public, to introduce their new foot- 
wear fashions for spring, and play to 
“packed houses of customers and pros- 
pective customers.” Manager Hy Blue- 
stein, well known style show director 
and window trim expert, promises 
some especially artistic effects for the 
coming event. 


South Buys 50% Blacks 


MEMPHIs, TENN.—Laurence T. Hord, 
who has just returned from a trip 
through Alabama and Mississippi for 
Johnson, Stevens & Schinkle reports 
his trade as being in very good spirits 
over the immediate spring trade. All 
the merchants seen, have had good big 
sales that have cleaned out their odds 
and ends, so have placed substantial, 
sane orders. Hord’s order book shows 
that 50 per cent of the at once orders 
are for black shoes, satins, patents 
and black kid, in spite of all the talk 
about colored kids. A few red shoes 
were sold. An unusual tendency was 
noted, in that 65 per cent of all heels 
were either the Junior or of the Box 
type, something remarkable for the 
South. Merchants feel that this will 
be a very limited white season, due to 
the strong sport tendency, woven shoes 
and the many prints. 


Rochester Merchants 
Elect Officers 


RocHEsTerR, N. Y.—The ‘Rochester 
Retail Shoe Dealers’ Association, one 
of the live-wire merchant groups of the 
country, met at a one o’clock luncheon 
in the Chamber of Commerce on Feb. 6 
and installed their recently elected of- 
ficers for the ensuing year, as follows: 
President, P. M. Van Deventer; first 
vice-president, George H. Trentman; 
second vice-president, Wilbur S. White; 
third vice-president, Arthur J. Riley 
secretary and treasurer, Ernest R. 
Park. An interesting report >f the ac- 
tivities of the organization fox the past 
as was read by Past Secretary Allan 

. Draper. 


R. A. Hord a Manager 


RICHMOND, VA. (UTPS)—R. A. 
Hord has been appointed manager of 
the Cinderella Boot Shop at 311 East 
Broad Street. Mr. Hord is widely 
known to the Richmond trade, having 
been associated with several local shoe 





This “Shoe Box” Caters to the 
Smart Junior 


Boston, Mas3.-—— The Jones, Peter- 
son & Newhall Co., materially stimu- 
lated its December business, and bids 
fair to continue this trade increase 
through 1929 by the installation on 
December 15 of a young women’s pop- 
ular-priced shoe department, called 
“The Shoe Box.” This section is de- 
voted to the sale of an attractive range 
of “Smart” Junior modern styles, 
ranging from 2% to 8, and from AAA 
to D, in turns and welts, at $7.75— 
one price only. 

It supplants the former men’s shoe 
department, which for 25 years had 
occupied the downstairs part of the 
Jones, Peterson & Newhall store. “The 
Shoe Box” contains about 400 square 
feet of space and is furnished in soft 
shades of rose and gray, the first 
named color being featured in the rug, 


in the upholstery, and in the drap- 
eries, and the latter shade being accen- 
tuated in the wicker furniture. 

The sales appeal of this department 
is concentrated on the younger ele- 
ment. Those newspapers the most 
read by the young girls are used to 
“talk” about “The Shoe Box.” The 
window and a special case, visible 
from the head of the staircase, are 
also advantageously employed to fea- 
ture the new young women’s models. 
No attempt is made to interfere with 
the policy of the higher-priced, up- 
stairs department, where “doctors’ fit- 
tings,” on prescriptions, and the high- 
est grades, are featured. In the down- 
stairs department, lower-priced hosi- 
ery is also carried—for instance, at 
$1.50 a pair—or two pairs for $2.75. 








From Factory Workers 


to Store Owners 


MINNEAPOLIS, MINN.—Jess Samar 
and his wife, for many years workers 
in the shoe factories of the East, are 
now operating their own retail shoe 
store in this city, located at 3925 East 
Lake Street—and working, they say, 
just as hard. 

They also say that they miss the click 
of the big machines, but find solace in 
the fact that they are building up a 
business that is showing a legitimate 
return for effort expended in fitting the 
feet of the public of their community. 

Just to give an extra service to his 
customers, Mr. Samar has recently 
added an up-to-date repair department 
to his retail store. 


Shoe Dept. Leased 


NASHVILLE, TENN.—It is understood 
that the shoe department in the new 
Greenspan department store has been 
leased by Louis Ostrov, chain store op- 
erator of Akron, Ohio. The manage- 
ment of this store expects to have all 
departments open before Easter. 





Associated Shoe 
Merchants Incorporate 


St. Louris, Mo.—The Associated 
Shoe Merchants, a group of St. Louis 
retail merchants, have incorporated 
for $10,000 in the State of Missouri, 
to buy, sell and deal in shoes and 
other articles conveniently handled by 
wholesale and retail stores and do a 
general wholesale and retail business. 
The names of the stockholders are 
John Albert, David Liphofsky, Joseph 
Rich, M. S. Hunter, R. Sanders. 


New Shoe Department 


BROCKTON, Mass.—The Fraser Dry 
Goods Co., big local department store, 
has added a shoe department to its busi- 
ness—the new enterprise, with upward 
of 5000 pairs of women’s and children’s 
shoes in addition to rubbers and slip- 
pers, being located on the ground fioor. 
Louis A. Johnson of Boston, who has 
had 17 years of experience in retailing 
including service with the Slater Shoe 
Co., Jordan Marsh Co., and G. F. 
Hovey Co., has been placed in charge of 
the department. 
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$5 to $6 Retailers 












The Beth 
14/8 Leather Heel 
Black Kid and Patent 

















The Rena 
14/8 Covered Heel and 14/8 Leather Heel 
Black Kid, Brown Kid, Patent, White Kid 









The Lorraine 
11/8 Leather Heel 
Black Kid 


and a host of other 
equally attractive styles 


If interested and there 
is no ENNA JETTICK 
agency near you write 









DUNN & McCARTHY, Inc. 
AUBURN, N. Y. 

















Prepare Now for 


EASTER 


The Lederer Importing 


Company 
446-448 BROADWAY, NEW YORK 


SPECIALIZE IN SUPPLYING 
RETAIL SHOE DEALERS 


WITH ADVERTISING NOVELTIES 
AND SOUVENIRS 


FOR CHILDREN 
WOMEN 
MEN 


Samples on Request 
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New Line for Shoe Store Windows 
Ask for Book No. 11F—Use your Stationery 


No. 611 W. 4th St. 
Cincinnati, O. 
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Trade Mourns 
Alfred J. Metzel 


Cuicaco, ItL.—At his home in Hi 

land Park, Alfred J. Metzel, the Chi- 

retailer, died on Saturday, Feb. 9, 
fo i an attack of heart trouble 
of one week’s duration. Mr. Metzel was 
an outstan credit to untiring in- 
dustry, straight i and those 
finer qualities of which make 
for character. He was sixty-four years 
old. Twenty-five years ago he started 
in the retail shoe business of Chicago 
in company with his brother, E. B. Met- 
zel, in a small store out on the West 
Side. They prospered and before long 
founded the Cutler Shoe Co., at 111 
South State S where for many 
years prior to the World War price in- 
flation, all footwear was sold at three 
dollars per Pg Later The Palmer 
House Boot Shop was obtained and the 
two stores now comprise one of the 
leading retail shoe establishments of 
the country. At the beginning of his 
career on the West Side Mr. Metzel 
built his own shelving and many a 
night slept in the store. One idea of 
the great growth of the business in a 
—— century may be realized from 
the employment on Saturdays of some 
three hundred sales people at the pres- 
ent location. 

Uniformly considerate of all whom 
he contacted Mr. Metzel will be sadly 
missed by the personnel of his entire 
organization. e was a living exem- 
plification of the old adage that “still 
waters run deep.” Quiet and unosten- 
tatious in his personal demeanor his 
ability as a shoeman and business ex- 
ecutive was steadily demonstrated in 
a large way. 

He is survived by his widow and son; 
the latter, Truman Metzel, has long 
been actively associated with his father 
in the conduct of the State Street store. 
Funeral services were held at Highland 
Park, Feb. 138. 


Fashion Show Helps 


We tame Pome biggest hit in 
the Junior Follies, which played 
to capacity houses last week, was the 
Fashion Show in the second act. All 
clothes and shoes modeled by these 
society girls came from the Phillip M. 
Halle & Sons store. Due credit was 
rf to H. Wexner who operates the 
. Miller shoe department in this store, 
for the part shoes vlayed in the success 
of the show. An immediate public re- 


= was felt, as many shoes shown 
re were sold. 


Deissler to Discontinue 


GREENVILLE, Pa.—The Deissler Shoe 
Shop, 1 South Mercer Street, is to dis- 
business. The complete stock 

and store fixtures will be placed on 
sale. Walter F. Deissler, who has suc- 
ly operated the store for the 
past seven years, and is regarded as 
one of ne See business men of 
this town, states that he intends to keep 
wo’ , but will devote his entire time 
and efforts to interests already estab- 
lished in another line than that of 








She Wore 5¥, Eona7A 
Foot 


Fitchburg, Mass.— The Swiss 
lady came to the Goodwin Shoe 
Store to be fitted the other day, 
and W. C. Goodwin, the head of 
the house, and an expert on feet 
fitting, served her. She was wear- 
ing a 5% E shoe, to which she 
was fitted in her own country, 
and insisted that that was the 
size she wanted. 

However, she finally admitted 
that a 7 A felt much r, and 
looked much better, and decided 
to walk right out of the store in 
them. “The Swiss lady expressed 
surprise that so many sizes and 
widths were carried at my store,” 
related Mr. Good % so 
pleased was she with her new 
American-made shoes, that she 
said she would come again, and 
also purchased three pairs of silk 
hose—and these, too, in the size, 
and in the color suggested by 
Miss Helen M. Donovan, hosiery 
department manager.” 











Retail Stocks Low 


in Cincinnati Stores 


CINCINNATI, OHIO—Sales are still in 
progress at some retail stores but the 
majority of them were held the last 
week of January and merchants are 
fairly well cleaned up for the Spring 
styles which are now coming in. Very 
few galoshes. were sold prior to the 
Christmas holidays, but there was a bi, 
galosh demand during the last half o 
January. Boots moved well, while the 
snow and slush lasted, and there will be 
very few, if any, to carry over. 

new browns and light colors 
are being shown at stores with a few 
patents, reptiles and satins. The new 
ones are with heels from high to low, 
with at least 50 per cent hi 

Center buckles seem to be very popu- 
lar and many of the straps, pumps and 
ties have cut-outs about the vamp and 
sides. Many opera pumps are among 
the new numbers and oxford patterns 
and one-straps are expected to be very 
popular. 


Opening Branch Store 


NASHVILLE, TENN.—Cohen  Bros., 
who operate the Lerman shoe store 
are branching out with a women’s an 
children’s store, selling popular priced 
novelty footwear, a few doors from 
their present location. This venture 
will be known as The New Cinderella 
Shoe Store. 


Store to Enlarge 


PorTsMOUTH, OHIO (UTPS) — The 
announcement of the increase of the 
capital stock of the Marting Bros. Co., 
la Seestiart store, from $300,000 
to $600 will result in the enlarge- 
ment of the shoe departments of the 


store. The company is preparing to 
ccuet e-lenge adil tothe chore. 





Shoe Men Take Part 
in “Dollar Day” Sale 


Los ANGELES, CAL. (UTPS)—Last 
week Hollywood shoe stores took part 
in the film city’s sixteenth semi-annual 
Dollar Day. The sale is always wide- 
ly advertised and is an outstanding 
merchandising event. It is backed by 
all classes of trade and is sponsored 
by the Hollywood Merchants Associa- 
tion. This year Dollar Day broke all 
previous records in volume of sales 
and thousands of po lined the 
Boulevard from early morning until 


- -¥ 
the shoe line exceptional values 
were offered. C. H. Baker offered for 
the day 3000 pairs of nationally adver- 
tised hose for $1. All lines of shoes 
were marked down. Wetherby-Kayser 
Shoe Co. sold for the occasion brown 
satin pumps with Louis XV heels for 
$1. Hackleman & Long sold ladies 
sizes 2% to 4 well known brands of 
$8.50 to $10 shoes for $3.95 the pair 
with an extra pair for $1.00. Bond’s 
Shoe Store advertised $6 to $7 value 
sportster boots for $3. Meyers Shoe 
tore and LaMode Shoes Shop as well 
as all of the department stores had a 
number of specials in the shoe line 
priced for $1. 


One Petot Shop to Move 


INDIANAPOLIS, IND. (UTPS).— The 
Petot Shoe Shop, now at 12 East Wash- 
ington Street, will move to 48 East 
Washington Street, a room now occu- 
pied by the Roy Steele, shoe repair 
shop. The room now occupied by the 
Petot Shop will be remodeled and oc- 
cupied by an eastern ready-to-wear 
women’s shop. 

L. A. Van Kirk, manager of the 
Petot interests in this city, has an- 
nounced his resignation, which will take 
place in the very near future, and will 
enter the real estate business. At one 
time the Petot Stores held four very 
important leases in the downtown sec- 
tion of Indianapolis, but it was learned 
through Mr. Van Kirk that these have 
been disposed of recently. ‘The new 
store will be one of the most attrac- 
tive shoes stores in the city, and will 
feature the Diamond Shoe Gompany’s 
product exclusively. 


Retailers Fight Sales Tax 


MEMPHIS, TENN. — eng every 
member of the Memphis Shoe Retailers 
responded to a hurried meeting call 
issued by Pres. R. S. Love. The pro- 
posed State wide tax of one fifth of 
one per cent on all retail sales was 
soundly condemned. This meeting was 
a forerunner of a mass meeting of all 
retail merchants in the city, at which 
time sufficient resistance is hoped to 
develop that will kill the measure. 


Knoxville Trade Gains 


KNOXVILLE, TENN.—Shoe merchants 
reporting for the month of January, 
place the business on a much higher 
plane than the preceding years. Sales 
by pairs are averaging considerably 
better than last year, with the volume 
showing a satisfactory net increase. 
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NEW PRICE 






Lyons Hose Protector eeieeeee Hose Saver 






HELP MAKE 00%, dozen 
xnw PRICE SALES ss gee he 
$1.20 per LYONS PRODUCTS 
card of 18 
pairs Plain 









LnonsKaramountSavilose en 


Kid 
Topping 





$1.15 per dozen 
One dozen on card 





pono = ($225. METATARGAL Fabs sieaaitaedsi; adi ove 
Small, plain. $1.50 doz. 

“ - ag $2. Med’m, plain $1.75 doz. 
are dozen pairs Large, plain . 2.00 doz. 


Positive relief for callouses and aching feet—easily placed in 
shoe—made of soft rubber—packed one pair to carton 
ies Wide eaaidl anment tae chedhing. 


SPECIAL PRICE ON METATARSAL PADS IN BULK ON REQUEST 


LYONS HOSE PROTECTOR CO. 


OMAHA, NEB., U. S. A. 
P. O. Box 1097 
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Southwest fails ‘Patents 


[CONTINUED FROM PAGE 43] 


season as well. W. E. Taylor of Fort Worth, has re- 
ordered three times on a French blue. The experience 
with fabrics a year ago made merchants wary, and 
fabrics are being approached with caution. George 
Baum of the Big Four Shoe Store at Corsicana, pre- 
dicts rhapsody crépe as the surprise shoe in the fabric 
field. Patent leather rallied many supporters in the 
discussion. R. D. Chasteen of Beaumont said that 
patents are good now and will improve in demand later. 

Carl Mueller of Austin, believes that women will 
switch to patent after their first pair of light colored 
shoes. The mention of white shoes brought no en- 
thusiasm and but little response from the floor. Mer- 
chants buying white shoes for the most part are con- 
fining their selections to conservative one straps and 
pumps. An exception to a white sandal type should be 
made, for which some operators are anticipating a de- 
mand. Sandals were recognized as an influence for 
volume for spring and summer, with opinions differing 
in regard to patterns. Woven effects are believed by 
some to be better than the punched and smocked patterns. 
Indications from operators give shoes of the punched 
and smocked types a prominent place in the volume 
business. Dave Gilbert of Fort Worth, reported strip 


pumps outselling regents by 25 per cent. Activity in 
other stores was reported. Reptiles in combinations 
with kid vamps and quarter effects were given a place 
in the higher grade shoes. Reptiles do not show the 
strength here that is displayed in the north. 

A style show held in the Civic Theatre Monday night 
revealed nineteen models portraying styles of the South- 
land in three runway presentations interspersed with 
entertainment. Lido Sand, beige, red and patent leather 
were the outstanding colors shown in the shoes on the 
runway. Many smart sandal types attracted attention. 
The beige and Lido shades were trimmed in dark browns 
creating rich looking shoes at moderate prices. Cutout 
sandals registered well in merchants’ approval and 
tricky effects, eliminating freak appearances, were re- 
vealed. A few bow ties with two or three figured crépe 
numbers attracted attention. No attempt was made to 
harmonize the shoe with the costume, but the purpose of 
displaying footwear for merchant observation was ade- 
quately accomplished under the direction of William 
Harris of Washer Brothers, Fort Worth, chairman of 
this particular feature. A crowd that filled the theatre 
pronounced the show delightfully pleasing and instruc- 
tive as well. 





Civilization May Kill Foot Functions 


[CONTINUED FROM PAGE 45] 


selling the customer two pairs—a rigid shank and a flexi- 
ble shank, and having them change off according to the 
work they are doing. 

“The new function of the shoe merchant in a real 
contribution to the health of the nation is in cooperating 
through the educational forces of the shoe store, and the 
assistance of medical men who know the foot will lift 
the entire retailing of shoes into a new and higher plane. 
I think that is the modern challenge to the sincere shoe 
man.” ‘ 

Shoes are not entirely a cure-all for foot trouble. 
There was a time when some eye trouble could be cured 
by the simple purchase of lenses over the counter, with- 
out the aid of an optometrist, but that day is about ended. 
Eyes are so important that they require the attention of 
the skilled occulist. 


In shoes a similar realization of foot trouble should 
be understood by the public and the shoe man. When 
there is real trouble, refer the customer to the spe- 
cialist. When it is a minor matter of fit, comfort and 
correct posture, then the shoe man can serve well, 
providing he has plenty of sizes and widths. No or- 
thopedic shoe business can be conducted on a seventy- 
two pair stock. It takes a full range of sizes and 
widths, and plenty of them, to really fit shoes. 


If civilized feet are in their second period of use, 
part-time functioning in physical locomotion, and the rest 
of the time inactive in machine locomotion, they are, in 
truth, different feet than were the problem of the shoe 
merchant ten and fifty years ago. If civilization con- 
tinues its mechanical pace, and feet become less useful— 
for durability and stylability—then, indeed, the shoe in- 
dustry is facing a new condition to solve. 

The real shoe merchant is coming into his own, de- 
spite all competition, for the fit of the foot was never 
more important. 


The shoe merchant has one thing so great in his 
favor that he can challenge the entire world of mer- 
chandising. The entire field of correct and ortho- 
pedic types of shoes and their proper fitting is his ter- 
ritory of effort for profit and prestige. 

The basic fact that in 1928, 781 trademarks were 
registered applicable to orthopedic shoes, and over 
191 are specifically listed as “doctor” shoes, is indi- 
cated by the tremendous increases in one year alone 
of 6314 per cent and 12 per cent, respectively. Ortho- 
pedic shoes, as a major feature of foot correction, 
have made tremendous forward strides in that short 
space of time. Here is a challenge to the ability of 
an industry to serve the changing conditions of human 
feet. 
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No. 3240 
Wos Patent, 


Center Buckle Strap. 
14/8 Rubber Heel. 


A, B, C, D Widths 


A Five Dollar Retailer with a 
Ten Dollar Appeal— 


“mage, @ ARCH.O-THENIK 


If your wholesaler cannot 


This specially 

counter fits sn’ under 

bn ak etsan. It CORRECTIVES ARCH-O-THENIE SHOES 
gently prevents the in- write us 

ward roll of the foot 


oC A Five Dollar Retailer which 


looks like a lot more money 


—that’s Arch-O-Thenik Cor- 
rectives! 
Inside —the arch moulded 
counter with its remarkable 
fitting quality—genuine kid 
quarter linings—good shoe- 


direct. 


4 


making throughout. 


Outside—styles in the vogue 
—leathers of the moment— 
colors of the day! 

No. 4240 


If you are fighting $5 compe- Wos Patent Tie. 
No. 4140 te ; No. 1240 

Woe Patent Tie . tition you can win and make Wos Black Kid Tie. 

14/8 Heel, " de 14/8 Rubber Heel, 

A. B, C, D Widths money with this line au- A'S, C.D Widths 

















thentic correctives. 


Let us send you the 
whole story — with 
our complete catalog. 


| $ 
| $ 
| DEVINE “2XYUNGEL 





Shoe Manufacturing Company 
HARRISBURG, Pa. N.S Retailer—= 
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he FREEMAN SHOE 


—_— ™ 














Built to look better and to 
wear longer than any other 
shoe in this grade. 


Style No. 611—Black velo leather. 
First selection out-soles and in-soles. 
Goodyear rubber heels. 


IN STOCK—A, B, C, D widths. 


rie $335 


less 2% 20 days. 
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Healthy Growth 


Its Publications Broadly 
Cover the Following 
Industries and 
Trades 

Automotive 


Automotive Industries 
Automobile Trade Journal and 
Motor Age 
Motor World Wholesale 
Commercial Car Journal and 
Operation & Maintenance 
Chilton Catalog & Directory 
Automotive Industrial Red Book 
Chilton Aero Directory and 
Catalog 

Hardware 
Hardware Age 
Hardware Age Catalog 

Jewelry 
The Jewelers’ Circular 

Metal Trades 
The Iron Age 

Optical 
The Optical Journal 

Petroleum 
The Petroleum Register 
Oil Field Engineering 

a Allen’s Superintendents Hand 

Book 


Plumbing & Heating 

Sanitary & Heating Engineering 
Shoe 

Boot & Shoe Recorder 
Textile 

Dry Goods Economist 

Dry Goods Reporter 

The Drygoodsman 

Pacific Coast Merchant 
Toys 
Toy World 
Warehousing 

Distribution & Warehousing 


UNITED PUB 


Makes for | | 


HE publications of the U.P.C. 
are constantly embracing new 
and growing fields. 


The faculty of foreseeing the 
needs of new and growing industries 
—and of becoming thoroughly familiar 
with their problems—accounts for the 
healthy growth and strength of the 
United Publishers Corporation, and 
its publications. 


Greater value lies in intelligent expan- 
sion, both for those industries already 
served by the U.P.C. and for those 


newly added to its roll. 


RPORATION 





239 West 39th Street 


A. C. PEARSON 
of the Board of 
President of ‘the Textile 
Publishing Co., N. Y. C. 


FRITZ J. 
President $ t’ 
° 





Publishing Con N.Y. € 


LISHERS | 
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A. 
Vice-President of the U. P.C. 
President of the Chilton 

urnal Phila. 


New York City 


F. C. STEVENS 
Treasurer of the U.P.C. 
President of the Fed 
Prin ~- ¥.C 


FRANK Cc, MUSSELMAN 
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THE DRY GOODS REPORTER 


215 SOUTH MARKET STREET, CHICAGO, ILL. 
NEW YORK BOSTON PHILADELPHIA SAN FRANCISCO ST. LOUIS 
MEMBER A.B. P.—A.B.C. 
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WHERE TO BUY 
Men’s Shoes 








NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


B. 7. COOK, President 
Syracuse, N. Y., U. 8. A. 
MEN’S FINE SHOES EXCLUSIVELY 
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BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER Co. 


Shoe «Marker News 
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John W. Slattery 
Now Vice- 
Pres. of J. & M. 





George Gleason Elevated to 
Presidency; Other Per- 
sonnel Changes 


































John W. Slattery 


NewakK, N. J.—Following the death 


‘of Herbert P. Gleason, president of 


Johnston & Murphy, George D. Glea- 
son, former vice-president has been 
elevated to the presidency, and John 
W. Slattery, former superintendent of 
the plant has been made vice-president 
and assistant sales manager. Mr. 
Gleason also holds the position of treas- 
urer and sales-manager. Albert C. 
Gibbins, former assistant secretary has 
been made secretary and assistant 
treasurer. ; 

The placing of Mr. Slattery in an 
official position with the company marks 
a new milestone in the career of a man 
who has devoted more than 41 years to 
the business, and who began his life in 
the shoe world as a boy in the factory. 
For the last 24 years he has been con- 
nected with Johnston & Murphy and for 
the eight years previous to that he was 
with Elwin Clapp organization. He 
is one of best known men in the 
shoe tra‘e and is known from cost to 
coast wherever high grade shoes are 








WHITMAN, MASS. 





ies 


sold. 
For the last eight or ten years Mr. 














Slattery has traveled extensively, visit- 
ing shoe stores where J. & M. shoes 
are sold, talking with the salespeople 
and customers and absorbing ideas of 
consumer demand which have played 
a prominent rt in building up the 
Johnston & urphy business. Inci- 
dentally, the company has been in busi- 
ness 75 years and last year practically 
doubled its business over the previous 
year. 

One of the points that Mr. Slattery 
stresses in his work, is the human equa- 
tion in business. He personally knows 
practically every worker in the John- 
ston & Murphy factory and calls most 
of them by their first names. This 
personal contact pays handsomely, as 
evidenced by the fact that the workers 
remain on the job year after year. In 
fact there are several workers in the 
factory who have been there more than 
50 years, and the number of 35, 40 and 
45 year veterans is counted in dozens. 

“In making a quality product,” said 
Mr. Slattery, “a low labor turnover is 
highly essential. That is one of the 
reasons for our success. Another phase 
of business we tress is keeping young 
blood in our organization. ost of our 
salesmen and executives are young peo- 
ple, with all the ideas and enthusiasm 
of youth. We listen to them, consult 
them, and when we dicide on a policy, 
they are all for it, 100 per cent, and 
help us put it across.” 


Cavalier Corp. Buys 
Steele-Lobell Company 


BALTIMORE, Mp.—The Cavalier Cor- 
poration, a new enterprise, has bought 
the Steele-Lobell Co., makers of Cava- 
lier and Beautex polishes of Baltimore. 
Officers of the new corporation are J. 
V. Lobell, president; Dr. O. O. Cooper, 
vice-president, and H. C. Miller, secre- 


tary. 

Mr. Lobell’s extent of scientific stu- 
dies and research in leather chemistry 
and the chemistry of leather dressings 
and preparations was widely known in 
the shoe field, and Herbert C. Miller 
was formerly chief chemist, neral 
manager and secretary of the Everett 
& Barron Co. This brings together 
two executives qualified indeed to pro- 
duce a product that will assist materi- 
ally in developing an expanded program 
of service exclusively to the shoe trade 
in the presentation of preparations for 
care and beautifying of footwear. 





Childs with Packard 


Brockton, Mass.—David A. Childs, 
of Reading, Pa., has begun his duties 
as salesman for the M. A. Packard Shoe 
Co. here. Previous to coming to Brock- 
ton he served as sales promotion ex- 
pert for the Hood Rubber Co. at Water- 
town, and previously had held sales ex- 
ecutive positions elsew 
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Kauder Heads Brooklyn 


Shoe Association 


BROOKLYN, N. Y.—At the annual 
meeting of the Shoe Manufacturers 
Board of Trade of New York, held in 
the offices of the organization here, 
Julius J. Kauder of William Henne & 
Company was elected president. Other 
officers chosen were Herbert R. Gar- 
side, A. Garside & Sons, vice-president; 
Frank Grossman, Julius Grossman, 
Inc., treasurer; Murray D. Fine, Pre- 
mier Shoe Company, secretary. 

Directors elected were: 

Theo. Cramer, John Cramer & Sons; 
John R. Garside, A. Garside & Sons; 
Andrew Geller, Andrew Geller Shoe 

. Co.; Simon Goldstein, American 
Co.; Albert C. Griffin, Griffin- 
White Shoe Co.; Theo. Kurz, Kurz & 
Lapidus, Inc.; Justus J. Lattemann, 
John J. Lattemann Shoe Mfg. Co.; 
Michael A. Miller, I. Miller & Sons, 
Inc.; Ra md P. Morse, Cantilever 
Corporation. 


Manufacturers Cooperate 
in Fight for Tariff 


NEWBURYPORT, MAss.— Wiliam G. 
Dodge of the William G. Dodge Shoe 
Co., 49 Warren Street, is chairman of 
the local committee engaged in the 
drive to secure a protective tariff for 
the shoe industry. The Newburyport 
shoe men and Chamber of Commerce 
are working through their congressmen 
and senator to procure the desired 
tariff revision and thus protect the in- 
dustry from foreign competition. 

Secretary Herbert Folsom of the 
Newburyport Chamber of Commerce, 
was recently in Brooklyn, attending a 
conference of the Chamber of Commerce 
secretaries of the major eastern shoe 
cities. A wide publicity program is 
being conducted and personal represen- 
tation will be had by the local industry 
in Washington late in the month when 
the hearings before the Ways and 
Means committee open. 


Says Europe Wants 
American-Made Shoes 


Brockton, Mass.—Bernhard Essen- 
feld, German representative of the 
Field Bros. Shoe Co. of East Bridge- 
water, is in Brockton for a 10-day visit, 
during most of which time he has been 
studying the manufacture of samples 
at the Field factory. He says there is 
a growing demand for American-made 
shoes abroad. While here in Brockton 
he also is studying methods of manu- 
facture used by several other com- 
panies. 


Alden, Walker & Wilde 
Start Up in New Plant 


RocKLAND, Mass.—Work of moving 
the Alden, Walker & Wilde business 
to Rockland has p so favor- 
ably that cutting has been started in 
a portion of the Emerson Shoe Co. 
= where the company has estab- 

itself. At present the company 
is working on a schedule of 20 
pairs a day, but expects to increase this 
output soon. 





Footwear Guild 
Organization Is 
Now Complete 


Permanent Officers Elected 
with John Hollis, Chair- 
man of the Board 


Boston, Mass.—The Footwear Guild, 
organized for more economical coopera- 
tive distribution of shoes from manu- 
facturer to consumer through the inde- 
pendent dealer, has reached the s 
of complete corporate set-up. The Guild 

elected its permanent officers who 
include John T. Hollis, chairman of the 
board; George B. Hendrick, president; 
other prominent shoemen as vice-presi- 
dents and other officers. John F. Sher- 
man, president of the Sherman Corpo- 
ration, engineers and business mana- 
gers who have organized and are serv- 
ing as management of the Guild, pre- 
sided as temporary chairman of the 
first Guild board meeting. 

George B. Hendrick presented to the 
directors the plans of the Guild, which 
provide fpr early showing of a com- 
plete line of footwear in all price and 
style classes, bearing the Footwear 
Guild trademark and made by twenty 
manufacturers representing all sections 
of the country. Mr. Hendrick told 
the board that over a thousand retail- 
ers have shown interest in possible 
Guild membership and that over 260 
high-rated independent merchants al- 
ready have been selected as distribu- 
tors of Guild Footwear. 

The Guild directorate includes John 
S. Kent, past president for two terms 
of the National Boot and Shoe Manu- 
facturers Association, and Charles 
Ault, a present vice-president of the 
association, and is as follows: 

George ¢. Anderson, Brophy Ander- 
son Shoe Co., Lynn; Charles Ault, pres- 
ident Ault-Williamson Shoe Co., Au- 
burn, Me.; F. E. Ballou, F. E. Ballou 
Company, Providence; Everett Brad- 
ley, treasurer Bradley-Goodrich Co., 
Newburyport; Fred I. Curtis, presi- 
dent Curtis-Stephens-Embry, Reading, 
Pa.; Oscar Fern, president and treas- 
urer Fern Shoe Co., Newburyport; 
George M. Garman, The Cleres Store, 
Philadelphia; George B. Hendrick, 
general manager Footwear Guild; John 
T. Hollis, treasurer Cushman-Hollis 
Co., Auburn, Me.; John S. Kent, presi- 
dent M. A. Packard Company, Brock- 
ton; James F. Malley, president Farm- 
ington Shoe Company, Dover, N. H.; 
William B. Rice, president W. B. Rice 
Shoe Company, South Braintree; John 
F. Sherman, Be yy The Sherman 
Corporation; Frank N. Terhune, presi- 
dent Holmes-Terhune Co., Lewiston, 
Me.; Howard Wilcox, The Sherman 
Corporation; Paul C. Wolfer, presi- 
dent Paul C. Wolfer Company, Everett. 

Officers chosen by the Guild directors 
are: John T. Hollis, chairman of the 
board; George B. Hendrick, president; 
Charles Ault, Everett Bradley, Fred I. 
Curtis. John S. Kent, vice-presidents; 
Paul C. Wolfer, treasurer; W. N. Pat- 
terson, assistant treasurer and comp- 
troller; Walter F. Levis, secretary; 
George L. Moore, assistant secretary. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 





PARISTYLE FOOTWEAR MFG. CO., ING. 
Pactory and Salesrooms 
40-46 West 28th St. New York Olty 
$27.00 per dos. and up 





UPA My 
lif retade 





Do You Know? 


That you can buy or sell it through 
the “Where to Buy” column. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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Catalogue on Request 


GALE SHOE MFG. CO. 
MANCHESTER, N. H. 








WHERE TO BUY 
Ballet Slippers 

















In Stock 


Women Misses 
une e ae te 
Coast Prices Slightly 
BROOKS SHOE MFG. CO. 


Philadelphia—1725 No. 6th St. 
Les Angeles—1162 Se. Hill St. 
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New Stylist Named for 
Hursh & Chapline Line 


MILWAUKEB, WIs. 
—George P. Utley, 
vice-president and 
general manager 
of The Harsh & 
Chapline Shoe Co., 
Milwaukee, re- 
cently appointed 
James W. McHen- 
ry as stylist for 
the footwear sold 
under the com- 
pany’s well known 
trademarks of 
“Lion Brand” and 
“Harshline.” In 
addition to those responsibilities, Mr. 
McHenry will call upon some of the 
larger buyers. 

Starting with the Hickory Street 
factory ef The International Shoe Co., 
at St. Louis, Mr. 





J. W. McHenry 





McHenry was suc- 
cessively connected 
with Nunn, Bush 
& Weldon Shoe 
Co., Allen-Spiegel 
Shoe Co., and as 
an official of The 
Tomahawk Shoe 
Co., at Tomahawk, 
Wis. He brings to 
his new connection 
ripe experience in 
both the produc- 
tion and distribu- 
tion fields of the 
footwear fields. : 

Another recent appointment in the 
Harsh & Chapline organization is that 
of H. J. Kenyon to the management cf 
the credit department. Mr. Kenyon 
began his career in the credit depart- 
ment of another Wisconsin shoe man- 
ufacturer several years ago under the 
direction of Manager Utley, and wel- 
comed the prospect of renewing the 
associations of past years. Mr. Ken- 
yon has already assumed his new post. 





H. J. Kenyon 





Shoe Contract Awarded 


Boston, Mass.—The Albert H. Wein- 
brenner Shoe Co. of Milwaukee, Wis., 
and the R. P. Hazzard Shoe Co. of 
Gardiner, Me., have been awarded or- 
ders for 80,000 and 25,000 pairs of 
army shoes respectively, according to 
an announcement made at the Army 
Base in Boston this week. The shoes 
are for Aug. 15 delivery. 

The Joseph M. Herman Co. of Millis 
was the successful bidder for the con- 
tract to manufacture 55,000 pairs of 
garrison shoes. The Field Bros. Shoe 
Co. was second lowest bidder for the 
larger order with a figure of $4.47, and 
by Brockton Shoe Co. of Holbrook bid 

57. 


New Seabrook Firm 


Newsuryport, Mass.—George A. 
Adams arid Barl Pickens are engaging 
in the manufacture of women’s shoes at 
Seabrook, N. H. Production is now 
getting under way, with indications 
that this new combination will get awa 
to a successful season. Both are weil 
known ‘shoe men. Mr. Adams is the 
brother of Frank E. Adams, of the 





Factory Men at Play 


Miami, Fita. (UTPS) —A number 
of shoe factory executives are enjoy- 
ing Miami sunshine and incidentally 
studying the local markets. Among 
those here this week are Mr. Pinter of 
o Pied Piper factory of Warsaw, 

is. 

Mr. and Mrs. Jim Cummings of 
Thompson Brothers, Brockton, Mass., 
are at Miami Beach. 

Mr. and Mrs. Jim Williams of the 
Excelsior Shoe Company, Portsmouth, 
Ohio, are in Miami. 

H. Wilbur Hanan, president of the 
Hanan factory located at Brooklyn, 
has a Winter residence at Orlando, 
Fla. He forsook this oe gpa spot 
for the still more beautiful surround- 
ings of Miami, and is spending a week 
or two here. 


Cincinnati Factories 
Running at Capacity 


CINCINNATI, OHIO— Fewer orders 
have been booked by Cincinnati shoe 
manufacturers during the past week or 
ten days, as practically all the spring 
business was in hand before that time. 
New sales made were principally orders 
from merchants who delayed placing 
them until after January sales were 
over. Some mail orders are coming in 
for fill-in merchandise as the greater 
part of the a shoes will not be 
delivered until after the middle of 
February. 

One manufacturer reported that a 
feature of the business booked in Janu- 
ary was the demand for sport patterns 
and the call for shoes with woven 
vamps. A few of the later orders were 
for all-over reptile and some inquiries 
on plaid effects are noted. 

e demand for black is not very 
great at present, but it is thought that 
the black patent and kid demand will 
be better in a few weeks. Some mer- 
chants over-bought on black materials 
last fall, and it is believed that it is 
we a question of time before there 
will be plenty of orders for black. Most 
of the shoes being shipped from local 
factories at this time are dark shades 
but many merchants are telephoning or 
wiring in to get sales managers to start 
their light colors a week or two before 
the original schedule, if possible. 

All the shoe factories in this district 
are running at capacity with a sufficient 
amount of business on hand to keep 
up the run until March 15. All the 
pre-Easter deliveries will be made by 
that time and manufacturers expect to 
be able to start right in on orders for 
whites and other late spring styles 
which will be booked during February 
and March. 


To Revamp Power Plant 


PoRTSMOUTH, OHIO (UTPS)—Roger 
A. Selby, president and general man- 
ager of the Selby Shoe Co., announces 
that the entire power equipment of the 
mag in Portsmouth will be revamped. 

r. Selby has had a number of con- 
ferences with representatives of new 

















F. E. Adams Shoe Co. 


ges systems and definite plans will 
announced soon. 
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Shoes on the Air 


~ 


“Hello! Little friends, this is 


Thousands of boys and girls, and 

rown folks, too, all over the United 

tates eagerly look forward to this 
cheery greeting. It means that Margie, 
Jack and Uncle Emmet of the Twinkie 
Friendship Club are on the air to en- 
tertain them for a half hour. And how 
the kids love these three artists. With 
their winning personalities, songs, sto- 
ries and fun they have captured the 


from Florida to Maine, and the s n 
“Be a friend to some one every day” is 
being practiced my vom 

The Twinkie Friendship Club is 
Hamilton-Brown’s newest effort to co- 
operate with their merchants in build- 
ing good will and making sales, and in 
the six weeks the Twinkie Friendship 
Club has been on the air it has grown 


hearts of thousands of the slogan 





the Twinkie Friendship Club” 


to include members from twenty-five 
states. 

The Twinkie Friendship Club half 
hour is broadcast from station KMOX, 
The Voice of St. Louis, every Friday 
evening, 6:30 central standard time. 
Boys and girls writing in requesting 
membership receive a membership card 
and the by-laws of the club; after two 
additional letters they get a genuine 
gold and blue enamel club pin. Margie, 
Jack and Uncle Emmet invite you to 
tune in on next Friday. 

American Lady and American Gen- 
tleman shoes are also on the air, and 
brine to thousands of listeners a Co- 
lumbia chain program every Monday 
night at 7:30 central standard time. 
These programs may be heard over 
station KMOX, The Voice of St. Louis. 








High Speed Production 


Expected to Continue 


LYNN, Mass.—Most shops are now 
rolling along like a 1929 motor car 
along the open road—and no traffic 
jams, either. An order for 105,000 
pairs of shoes, to cost more than $500,- 
000, announced the other day, braced 
up the pace. Makers are saying that 
business is good, and they are not 
knocking on wood as much as they did, 
for it’s a growing notion that business 
is going to keep good and steady for a 
while to come. 

Eighty-five cents looks like a lot of 
money to pay for one foot of black kid 
leather. One concern is paying it, and 
is allowing two feet and up to a pair of 
shoes. This brings tne price of its 
uppers up to $1.70 a pair, without in- 
cluding the cost of cutting. For that 
her some whole pairs of shoes can 


Tanners ought to hurry along their 
colored kid leathers, for the shops of 
Lynn need it right off, and in many 





hues. Whites are appearing here and 
there. Blacks are always good mer- 
chandise, and the better they are made, 
the better merchandise they are for the 
retail store. 


Annual Meeting Held 
by Cincinnati Club 


CINCINNATI, OH10—The annual meet- 
ing of the Cincinnati Shoe & Leather 
Club was held the first Saturday of 
February for the election of officers. 
All absent members were allowed to 
cast their ballot by mail, so the largest 
vote in the history of the club was cast. 

Felix P. McCarthy was reel 
president; Elmer Sabenge was made 
vice-president; E. E. Furstenau was re- 
elected secretary-treasurer, and Wil- 
liam Twenhofel and Al Cook are the 
new governors. 

Under the tutelage of President Mc- 
Carthy and Secretary Furstenau, the 
club membership increased by 251 mem- 
bers during the past twelve months. 
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Samuel Cohen Shee Ce. 
72 Lincoln St., Boston, 
Mass. 
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BOND SHOE COMPANY, 132 Duane St, New Verk 
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WHERE TO BUY 
Slipper Supplies 


POMPOMS AND ROSETTES 
The right at the right price. 


Bamples sont on request. 
HY-GRADBE SLIPPER SUPPLY CO. 
693 Broadway New York Ofty 














ore 


WHERE TO BUY 
Standard Shoe Materials 


est Virginia 


Adds to the Wearing Quality 

of the Shoe. 
Pulp Products Department 
WestVirginia Pulp & PaperCompany 
Detroit NewYork Chicago 

















Waterproof 


Takes and Re- 
tains a Polish. 

CREESE & COOK CO. 
Tanneries at Damverspert, 95 Seuth St. Besten, Mase. 
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Store Fixtures 








J. I. Melanson & Sons 


Deny Liquidation Rumor 


Boston, Mass.—Emphatic denial of 
rumors that the company is about to 
liquidate, following the recént death of 
its treasurer, Joseph~I. -Melanson, -is 
made by the J. I. Melanson & Sons Cor- 
poration of North Adams, Mass. 

“These reports of ven gon liquida- 
tion,” says a statement issued by the 
company, “are unfounded. It was Mr. 
Melanson’s wish that the business carry 
on after his death and at the present 
time, the business is being operated 
under the supervision of the same per- 
sonnel who have been carrying on dur- 
ing the last nine months of Mr. Melan- 
son’s illness. 

“At a recent meeting of the board 
of directors, L. J. Melanson, president, 
was elected treasurer to fill the unex- 

ired term of Joseph I. Melanson; and 
verett L. Delaney was elected to the 


‘board to fill Mr. Melanson’s unexpired 
‘term as director.” 


Frank Lakofka Dead 


Cuicaco, Inu.—The after effects of 
an operation for internal goitre proved 
fatal to Frank H. Lakofka, of Chicago, 
and he passed away Saturday, Feb. 9, 
at his home, 3836 North Kimball Ave- 


nue. 

eaten was enter “i the 
Harper-Kirsc Shoe cago 
shoe wholesalers, for more than twenty 
years and for the past _— has repre- 
sented Armstrong, Ab and Arm- 
strong Shoe Co., of Lynn, in the Cen- 
tral West. He was a brother of Messrs. 
M. J. and Tony Lakofka of the Sidwell, 
DeWindt Shoe Co., also of Chicago. 
widow and three children survive him. 


> 





Novelty Shoes Keep 
Boston Factories Busy 


Boston, Mass.—Manufacturers of 
women’s novelty shoes continue to 
keep their factories busy on numbers 
wanted for immediate and after-Eas- 
ter delivery. Parchment shades of kid 


with water snake trims, and shades of | _ 


kid, ranging from parchment to the 
deeper shades of brown, with and 
without reptile trims, in ties, straps, 
and step-ins have been the best sellers. 
say producers. The- sandal type of 
women’s shoe is a favorite. The san- 
dal has also entered more definitely 
than ever into the construction of chil- 
dren’s shoes, according to the samples 
on display. é - 

There are many types for Simmer 
wear, which are just making their a 
pearance, and manufacturers and their 
agents are carefully guarding their 
new patterns until they have met with 
a liberal response froitr,the buyers. 
Sport effects in men’s shoes, from the 
highest to the lowest grades, feature 
many black and white combinations. 
The blucher pattern is much in evi- 
dence, and black calf, and black side 
leathers are favorite materials. 

In leathers, sport elk is in increased 
demand; brown kid has a steady sale, 
to manufacturers of the $5 and $6 
shoe at retail, as well as to the makers 
of high grade orthopedic shoes. Prints 
continue as steady sellers. Patent 
leather is in satisfactory demand and 
is reported as being sold to makers of 
women’s McKays. One nearby city 
manufacturer, making shoes for the 
wholesale trade, is turning out 95 per 
cent of his production on shoes made 
of patent leather. 


W. L. Douglas Reports 
Half Million Increase 


BrookTon, Mass.—Practically the 
entire board of officers, including Her- 
bert L. Tinkham, president, was re- 
elected at the annual meeting of the 
stockholders of the W. L. Douglas Shoe 
Co. recently. Other officers are: Vice- 
president and treasurer, Charles D. 
Nevins; clerk, Burton J. Torrey; assist- 
ant treasurer, Warren A. Weeks, and 
the above, with Herbert T. Drake, 
Frank W. Sears, Ernest S. Rogers and 
attorney Clarence C. Reed, the rd of 
directors. 

Reports of the president and treas- 
urer showed business during 1928 was 
most satisfactory, with an increase in 
sales of more than $500,000. - The re- 
tail stores operated by the company 
showed a gain of 11 per cent, and mer- 
chandise sales, other than shoes, gained 
28 per cent over 1927. 

Eleven new company-operated stores 
were opened during the year. Women’s 
lines were added in 10 stores, where 
heretofore only men’s footwear has been 
carried, and new lines of shoes were 
added to 80 of the stores. Inventories 
in the stores at the close of the year 
were valued at $2,415,161 against $2,- 
020,559 at the close of 1927. 
as of Dec. 31, 
1928, total $3,909,790, against liabilities 





of only $241,000. During the year just 








closed, the regular dividend of 7 per 
eent was paid on preferred stock and 
satisfactory dividends were disbursed 
on the common stock. 


Which Wins? 


[CONTINUED FROM PAGE 54] 


“If you speak of per capita consump- 
tion of men’s s » over a period of 
fifteen years, you will find that fifteen 
years ago a man bought three pairs of 
shoes per year. 

“Today he is only buying two pairs 
per year, This seems to be unmistak- 
able evidence to me that under-con- 
sumption a big probiem. 

“Practically every industry in the 
country selling to retail consumers 
which is prosperous today has taken 
sothe steps to put the value of its prod- 
uct favorably before the public. As the 
shoe industry has done nothing along 
these lines, 1 contribute a considerabie 
part of the falling off in consumption 
of men’s shoes to the fact that the in- 
dustry has never sold shoes as a prod- 
uct to the consumer of them. 

“Of the soundness of our plan to 
sell more men’s shoes, there is no ques- 
tion. It is not entirely selfish. Shoes 
with run-down heeis, out-of-shape, and 
ill-fitting, are a decided detriment to 
any man’s health, to say nothing of the 
shabby appearance a worn-out pair of 
shoes gives to one’s attire. We would 
all be healthier and present a much bet- 
ter appearance if we would give the 
proper attention to our footwear. 

herefore, the men’s shoe industry, be- 
lieving that the demand for their prod- 
uct has not increased in proportion to 
the market, and having sound reasons 
why it should be increased, have taken 
steps through their National Adver- 
tising Campaign, to put before the men 
of America the advantages of using 
more of their product. 

“Already increases in a number of 
sections have been reported and I am 
a sure that all concerned in the in- 

ustry will be more prosperous if we 

can increase the consumption of men’s 
shoes say 25 per cent through this 
means than if we start a campaign to 
scrap 25 per cent of our shoe fac- 
tories. And every time we increase the 
production of our product, we give em- 
ployment to additional people, who in 
turn have money to spend for the 
products of other industries. This idea 
which has been put into effect on a big 
scale in the United States since 1921, 
Mr. Simonds, is one of the chief causes 
of the general prosperity today. We 
are consuming more and producing 
more, and everybody is better off for 
it all around. The recent colossal 
failure of a policy of restriction as 
applied to the crude rubber and sugar 
industries is ample proof that the re- 
striction method is unsound and out 
of date. 

“T trust you will accept this letter in 
the yery friendly spirit in which it is 
written, but I could not refrain from 
writing it after reading your remarks. 
because I believe after a very close 
study of the situation that prosperity 
in our industry depends upon increas- 
ing consumption and not in restricting 
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production.” 
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COMPANY - INCORPORATED fm 
624 BROADWAY NEW YORK 
Jobbers and Exporters of Shoes 
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It Is the Specialized Line That Gives Distinction to the Store 
ALL STYLES IN STOCK . 
IMPORTED ENGLISH RIDING BOOTS 
AVIATOR BOOTS — FIELD BOOTS 
JODHPURS — PUTTEES 
RIDING BOOT ACCESSORIES 


The ever increasing demand for these goods by those who carry them 
is definite proof that the quality, fit and value of our merchandise is 


unsurpassed. 


The Joadhper The Aviator Boot 
Send for Our Complete and Descriptive Catalog of All of These 


COLT-CROMWELL CO.., Inc. 


Established 1899 


1239 BROADWAY NEW YORK, N. Y. 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 


Otherwise insertion will be put over to the following week’s issue. 


POSITIONS WANTED 


4c per word. Minimum Charge 75c. 

4c per word. Minimum Charge 75c. 

OTHERS 

Ze per word. Minimum Charge $1.25 


ALL DISPLAY SPACE 


Five dollars per inch. Allow 45 words to an inch 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 














Experienced Salesmen 
Wanted 


We have the following choice territories — 
open: 


Texas 
| > pee 


Wosth and South Carolina 
M esota and North Wiscon- 
For a line of Men's and Boys’ work shoes. 
Also complete line of children’s shoes. 
Drawing account and commission. 
In stock program. 
t & Shoe 


Address D. care Boo 
| pm 80 Federal St., Boston, 








SALESMEN WANTED 


with established trade in 
Arkansas, Dakotas, Minnesota, 
Michigan, Oregon, Washing- 
ton, and other desirable terri- 
tories to sell very fast line in- 
stock ladies popular priced 
novelty shoes. Liberal com- 
mission. Good opportunity 
for big earnings. 

SPECIAL SHOE COMPANY 
1332 Washington Ave., St. Louis, Mo. 











wire, hustling man, who can 


<== 


Manufacturers Travelling Salesmen 


To handle as an exclusive or side line the fastest selling line of boys’ and little gent’s Good- 
year Welt shoes . . . manufactured on a big production basis at a low cost; consequently the 
best value out . * thoice and exclusive territories in all parts of the U. 8. now open to live 
really sell . . . commission basis . write for particulars today 

to D-976, care Boot & Shoe Recorder, 80 Federal St. Boston, Mass. 








SALESMEN WANTED 


to represent us in the following terri- 
tories: Arizona, Arkansas, So. California, 
Mew England States, Dakota, No. 
Georgia, Indiana, Iowa, Michigan, Minne- 
sota, Nevada, New Jersey, New Mexico, 
So. New York, Ohio, Oregon and Tennes- 
see. We have the best line of Men's and 
Boys’ Medium Priced Dress Welts in the 
country. Line consists of 44 samples, 
every number in stock. Liberal commis- 
sion proposition. Good opportunity for 
big earnings. Address D-971, care 
Boot & Shoe Recorder, 80 Fed- 
eral St., Boston, Mass. 








Coast. Straight commission 
Write to Rivoli Sli Co., Inec., 651 
way, New York City, N. ry 





Misses 
W: 


yg WANTED to line of Chil- 


Turn 


959, care 
. 80 Federal St., Boston, Mass. 


Ohio and Vir- 
and Shoe 


An Opportunity for 
Twelve Real Salesmen 


This factory wants twelve SALES- 
men who can demonstrate their 
success with a bank account. No 
others need apply. An in-stock 
line of Correctives at $3.15 and 
$3.50 retailing $5 and $6. Fifty 
styles, AAA to F wide. It is the 
strongest line on the market. Sales- 
men will sell on a strictly commis- 
sion basis without drawing ac- 
count, but complete monthly set- 
tlement to be made on goods 
shipped. Territories will include 
two states at least. Live and in- 
telligent factory support and fol- 
low-up guaranteed. 


If you are able to go into business 
with a big proposition, write, with 

confidence, to D-977, care 
Boot & Shoe Recorder, 80 Federal 
Street, Boston, Mass. 











[j= 


SALESMEN 


With established trade in Okla- 
homa and Texas. To carry The 
Famous “KALI-STEN-IKS” 
line of Children’s Fine Flexible 
Welts, either as a line or side- 
line. Also Colorado, Arkansas, 
Kentucky and Virginia. 


THE GILBERT SHOE CO., 
THIENSVILLE, WISCONSIN 





SALESMEN WANTED 


For the States of Illinois or Indiana 
for a fast selling line of “extreme”’ 

women’s ¥oe shoes “In Stock” 
to retail at $5 and $6. apn 
commission Only those wi 
established ome a and who reside 
ee the States mentioned need 
apply. 


Wm. Marks Shoe Co., Inc. 


1406 Washington Ave., 
St. Louis, Missouri 

















bg age line salesmen. Nationall 


States. P Be five fast moving in-stock num- 
bers. . Unlimited opportunity. ission, 

eight percent. State line now carrying. Address 
D-950, care Boot and nn Recorder, 189 W. 
Madison St. Chicago, Il. 


a -ESMAN verte for Northern Ohio 
to carry a complete “ = stock line of Misses’ 
and Children’s shoes, welts and McKavs. Must 
cover of is ».s 
n 





years, 

and include names of your five largest accounts 
for 1928. Reply to hg An care Boot and Shoe 
Recorder, 80 80 Federal t., Boston ass. 


WANTED 


Salesman for city of Chicago including 
orthern Indiana. Wxperienced. Estab- 


Rypeetitcn. 

Address D-940, care Boot & Shoe 

eeeesen, 80 Federal St., Boston, 
ass. 








WANTED 
salesman for Middle West 
factory 


er, 1 
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SALESMEN WANTED 


HELP WANTED 


FOR LEASE 














SALESMEN WANTED 


With established trade for states 
of Colorado, Dakota, Minnesota, 
Nebraska, part of California, and 
other desirable territories. Ours 
is a fast line of women’s nov- 
elty McKays retailing at $5 and 
$6. — commissions. This 
is an opportunity to become as- 
sociated with-a live wire organ- 
ization. 


SHU-STILES, INC. 
1330 Washington Ave., St. Louis, Me. 








WANTED—SALESMAN 
(Gentile) 
to carry Children’s, Misses’ medium 
ced welts as side line in Virginia, 
Carol: South 


only. Address D-948, care Boot and 
Shoe Recorder, 80 Federal S&t., 
Boston, Mass. 








Saran WANTED with established trade 
Western Pennsylvania, Ohio and Michi- 
gan, to carry as a regular or side line a enappy 
line of Women’s Novelties to retail $3.00 
$4.00. Strict completes basis only. UNITED 
SHOE CO., 19 N. 4th St., Philadelphia, Pa. 





WANTED—Salesmen to carry a medium and 
high grade line of Stitchdown Shoes as 
Side Line on commission basis. Styles carried 
in stock. Give references in first letter. Ad- 
dress D-969, care Boot and Shoe Recorder, 189 
W. Madison St., Chicago, Ill. 





HOE SARESEER to 
Ser of leather, soft I Soi Lard coke ‘ep a 


All cositerien. no per cent commission. 
Settlement monthly. References first letter. 
Address D-968, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y. 





SAA WANTED for Missouri, Iowa, 
W. Virginia, Tennessee, Nebraska, North- 
ern Illinois and Wisconsin, to carry as side 
line popular priced Ladies’ Novelties in_ stock. 
weed commission basis. ig opportunity for 
ht man. Must have references in first letter. 
-Gold Shoe Co., 1418 Washington Ave., 
St. Louis, Mo. 





is ew salesmen to carry strong selling 
shoe ornaments as side line, with 
— following in women’s novelty shoes. 
Liberal commission, excellent opportunity for 
ciate Aes f Territories open: New Englan 
iddle West. Send references an 
po mny ‘terri covered s first letter. Address 
D-975, care and S 


Recorder, 239 W. 
39th St., New York, N. Y. 





SeSuEX WANTED—East, West, Middle 
, Southern territory, to sell fast line 
women’s novelty shoes, priced $3.50 to $4.85. 
In Stock proposition. Must live in t 
Established trade required. Straight commis- 
Submit references. 


sion basis, payable monthly. 
hers S mpany, 59 Lincoln 


Rogers Brot hoe 
Street, Boston, Mass. 


op Seats Ye ate changing 
following states in 


atn'ens te 
gga aera New Mexico, 
cw . 
N , Tennessee, Iilinois and City 
ofS. Lovin." Want tt men to carry our line of 

m-Stock Leather House Slippers as side line. 
Mast live on and cover same close by 
auto. lars in first letter. No 
eekly settlemen 

ok men now successfully 
os ing commadiyy in shoe 
aw 











Sir Line Salesmen covering territory West 
of Bagg = sg River and also Eastern States, 

grade “RELAX” line of Men’s 
leather * Slippers, paying 7% commission. 


and _ references. 
THE BIG “K” SHOE CO. 426 West 4th St., 
Cincinnati, Ohio. 


Combination window trimmer and 
advertising man wanted by a suc- 
cessful Southern shoe store with 
several branches. Must a man 
with good ideas and who under- 
stands how to get public attention, 
results and sales. Address D-961 
care Boot Shoe Recorder, 86 
Federal St., Boston, Mass. 














FOR SALE 





FOR SALE—A complete shoe store outfit, 

ing included except register, in use 
box section shelving. 
Original cost $3600. 
Hazleton, 


only six months. One 
Cheap to quick buyer. 
Aoply B. Steyer, 1326 E. Broad St., 
a. 





HOE Store for Sale in a town of twenty 

thousand population and has a drawing in 
surrounding community of ten thousand. Best 
locaion and reasonable rent. Long time lease. 
Store showed a nine per cent increase in 1928, 
located in central part of Ohio. Address D-965, 
care Boot and Shoe Recorder, 80 Federal St., 
Boston, Mass. 





FOR SALE—$5000 shoe stock turning five 
times a year. $600 fixtures. Bonus of 
$1000 for location and established trade. In- 
diana. Address D-973, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 





POSITION WANTED 


WOMEN’S novelties or Men's line to retail 

$2.98 to $4.98 for Southern states, four 
years in this territory, good references. Ad- 
em D-954, care Boot and Shoe Recorder, 80 


St., Boston, Mass. 








ettiow WANTED—Manager and buyer 
high grade retail store or department. 
Single, age 29. Ten years’ experience as man- 
ager. At present manager of high grade de- 
partment ing $200,000 business annually. 
I will also consider a good road job. Address 
D-957, care Boot and Shoe Recorder, 80 Fed- 
eral St., Boston, Mass. 





TEN years’ retail shoe experience, five as 
manager of stores, A-1 references, know 
shoes, services available February 15th, write 
me your offer in detail. P. O. Mercier, 24 
Thornrose Ave., Staunton, Va. 


O LEASE—100% location for Shoe Store 

in prosperous town of 10,000 population, 
central Pennsylvania; ideal for chain store. 
Reasonable rental. to suit. Address 
D-943, care Boot and Shoe Recorder, 214 So. 
12th St., Philadelphia, Pa. 





4360 White Plains Avenue (near 237th Street), 
New York City. Fine large store with beau- 

tiful five-room apartment above. Splendid op- 
——, for shoe dealer. Reasonable rent. 
hone owner, Port Richmond 3794-J. 





FOR LEASE 
WASHINGTON, D. C. 
Shoe department in large men's clothing 
and haberdashery store; 100% F Street 
location; liberal window display. Suit- 
able for at» shoes priced from $6.00 
to $12.00. von, attractive pro tion. 
“<< a care Boot Shoe 
ederal St., Bos- 
Ae 














LINE WANTED 





NATIVE of Virginia, lived in New England 

seven years, desires to move back South. 
Knows Virginia, North Carolina, Maryland, 
Kentucky and Tennessee. Plenty selling expe 
rience, some knowledge of shoes. Good refer- 
ence. Prefers Virginia, Maryland, or North 
Carolina. For detailed information write 
D-963, care Boot and Shoe Recorder, 80 Fed- 
eral Street, Boston, Mass. 





AMAN of many years experience in styling 

and selling women’s high style novelty shoes 
as head of his own business is ing contact 
with a reputable manufacturer. Intimately ac- 
quainted with all wholesale and retail volume 
buyers in New York and many elsewhere. Ad- 
dress D-967, care Boot and Shoe Recorder, 239 
W. 39th St.. New York, N. Y. 





SALESMAN, who has sold volume, desires 
factory line ladies’ Novelty McKays, $5.50 
to $6.50 retailers, for the Middle West; small 
drawing account required. reference. 
Address D-970, care Boot and Shoe Recorder, 
80 Federal St., Boston, Mass. 





WANTED TO PURCHASE 








BOOKKEEPER, office manager. Credits, 
lections, controls. Thorough and accu- 
rate. Excellent references. Several years ex- 
perience. Address D-962, car Boot and mA 
Recorder, 239 W. 39th St., New York, N. 





WANTED—Position as office manager or 
credit manager, with last concern thirty 
years, firm retired, best of gotovenqes. Van, 
144 Duane St., New York City, N. Y. 


HE services of a capable shoe office execu- 

tive, now employed, can be secured to fill 
a responsible | position, with a real future. 
Twenty years’ experience as department head 
and office f= al in both men’s and women’s 
factories, inciuding selling, credits, sales pro- 
motion, production and _ stock shoes. I may 
have just what you need. Would like to send 
complete d detaited te for your consid- 
eration. Add D-964, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 


POSITION WANTED—Manager, Shoe Store. 
Experi . Excellent credentials. Rufus 
Gardner, Jr.. Dunn, N. C 


yt bos MAN who is a model cutter and de- 
, open for position. At_present with 
high- a, turn house in New Encland. All 
——€ shoe factory experience. Some selling 
ience. Twenty-four years old. Married. 
he dress D-978, care Boot and Shoe Recorder, 
80 Federal St., Boston, Mass. 














WANTED TO PURCHASE 


Wirt buy used X-Ray Machine. Wire in- 
formation. price, etc. Sample Shoe Store, 
Winchester, Va. 





TO BE SURE THAT YOU RECEIVE 


THE VERY HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us fer our bid. 
(Estab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 




















Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors 


Made in all _ styles 
to suit any shelving 
conditions, 


Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 
































MERCHANTS’ NEEDS 








Window Decoration 


Latest in Imported and Domestic Roll 
per, ete. in Season. 
Samples mailed free on reques' 
EMIL RUBLACK 
140-142 West Broadway 
Established 1903 New York 








Consisting of 1 table 
18”, 2 ‘ables 12” 

and 12 shoe 
stands 12-18 and 24, 
assorted. 





Solid American 

Walnut. 

wi Bases — 
Connections. 


Write jor Samples of Window Fabrics 
and Window Valances 


THE HECHT FIXTURE CO. 
288 Seath Wells St. CHICAGO 











LABELS 
SHOE CARTONS 


CXCLWSIVE BUT NOT CLPENSIyt 
SAMPLES UPON epQNESE 


| DISPLAY | 
| FIXTURES | 


RANKEL 





DISPLAY FIXTURE CO 


OF EVERY 
| DESCRIPTION | 


L¢ 


4 
NEW YORK 


4193 SEVENTH AVE 





high grade 

ts in the 1 indu . 
has a smart Spring line, featuring the 
new light kid leathers in many fanciful 
combinations. Water snakes are used 
for trimming in many of the new shoes. 
Andrew L. Simpson, f of the 
Le Moore and Brown-Edwards 


Sen is now presenting the Adams 
ine. 


BOOT AND SHOE RECORDER 


St. Louis Wholesale 
Trade Slows Down 


St. Louis, Mo.—Business in the 
wholesale shoe district during the past 
week has been somewhat retarded, re- 
ports indicating orders have slowed up 
due mostly to the heavy weather re- 
ported in the out sections, preventing 
salesmen from making their territo- 
ries. - 

February, it is predicted, will be one 
of the best months of the spring sea- 
son and gains are expected to be shown 
in shipments according to executives 
of the larger houses. 


The specialty factories are 
taxed to capacity and everything is 
being rushed in time for Easter sell- 
ing. One or two factories have ad- 
vanced their delivery dates to Easter. 

Colors predominate in the style de- 
partments of these factories with one 
factory reporting an increased demand 
for patent leather during the past ten 
days. In the general line houses the 
—— field leads in the style procession 
with patent leather in lower priced 
shoes scoring heavily. In these grades 
it is reported as 50 per cent of the 
volume. 

January in practically all of the 
general line houses showed a decrease 
in shipments over the same period of a 
year ago. For the first three weeks of 
January it was expected a gain would 
be shown, but the last week’s business 
turned downward abruptly wiping out 
what gains were shown and bringing 
the figures below those of a year ago. 





Newburyport Factories 
Stepping Up Production 


NEWBURYPORT, MaAss.—Business 
shows steady improvement and local 
plants are fast attaining capacity pro- 
duction. Some difficulty is being ex- 
perienced in securing upper stock but 
the majority of local plants are operat- 
ing smoothly. 

ige kid is the big leader, with some 
om | kid in use. Water snake is popu- 
lar for trimming. This, too, is scarce. 
One local manufacturer hase received 
a shipment of imported water snake 
and is featuring it in his Spring shoes. 


To Wholesale Shoes 


Datias, Tex. (UTPS)—The Sessel 
Shoe Company of Dallas has been in- 
corporated under the laws of the State. 
The capital stock is $20,000. Among 
the incorporators are I. Sessel, J. K. 
Richardson and Max Schurman. The 
company will do a wholesale business. 





Selby for Airport 


PORTSMOUTH, OHIO a AE tr 
W. Selby of the Selby Shoe Co., heads 
the Intercity Chamber of Commerce 
in its effort to procure a large airport 
for Portsmouth and territory 
in Kentucky and West Virginia. Steps 
are being taken to locate the field near 





Portsmouth. 





well | 





February 16, 1929 




















SOME H-W chairs are in 

keeping with the most 
luxurious shoe store ap- 
pointments. The consult- 
ing service of our experts 











New Distributing Center 


MINNEAPOLIS, MINN. (UTPS)— 
Space has been taken by the McLough- 
lin Shoe Co., of Chi wa Falls, Wis., 
in the Patrick building, 27 N. Fourth 
Street, from which the product of the 
company will be distributed. It will 
be brought by truck freight to the city. 
R. E. McLoughlin is president. This 
building will office headquarters for 
the manufacturing company. 

Mr. McLoughlin said the business 
has grown to such proportions and the 
future reflects such a demand for the 
product that it was felt necessary to 
get into a larger center where ex- 
pense could be curtailed and operation 
could be carried on more ciently. 
Minn lis was decided upon as the 





ea 
most advantageous point. 
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The BACKBONE 
of the Shoe « « 


hae as the spinal column sustains 
and gives firmness to the human 
frame, so too the Crawford Shank 
supports and strengthens the shoe. 
This Arch Supporting Shank em- 
bodies the combination of rigidity 
and flexibility. It is a resilient steel 
brace built into the shoe. A truss, riv- 
eted to the under side of the shank, 
keeps it in its original curved shape. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


One end of the Crawford Shank @ 
is slotted and fitted around a split 
rivet so that it will slide back and 
forth as the weight of the body 
is applied and removed from the : ELONGATED SLOT 


foot, yielding just enough, under PeRChON Ne 
pressure, to accommodate the nat- 
ural flattening of the arch. When 
the foot is raised, it springs back 
into its original position. 


U/C 
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The Boot and Shoe Recorder 


Serves in 


a More Shoes Sold ans not only “more” but “right’’; 


the right purpose, to the right wearer, in the right fitting, for the 

pest be ing nie og a right Ev ye ve hie is the great problem of the retail 
# purpose of Tue Boor anv SHoe Recorper 

is re tre bs yo this is the basic problem upon which depends 
the progress of the entire allied industries relating to shoes and leather, 


their production and distribution 


In this Issue— 


SouTHWEsT HaILs PATENTS At Fort Worth Convention 


As Texas-Oklahoma Association 
Meets. 
CIVILIZATION May Kit Foor Func- Too Much Foot Trouble 
TIONS 
An Opportunity for Merchants. 


Fret—Do Your Duty A Woman’s Eye View 


Opinions of the Editar 
At a Fashion Show 


THE VOICE OF THE RECORDER 


MILLINERY AND SHOES 
Join in Hormany. 


O. P. I. (OTHER Peopie’s Ipeas)... By Harry R. Terhune 


More Buyers ok Fewer SHOeS..... Which Wins? 
Geuting Challenges Simonds’ 
Statement. 


WHo’s WHO ON THE ROAD 
News of the Travelers. 


SHor MERCHANT NEws 
SHor MARKET NEws 
OTHER REGULAR FEATURES. 





GETTING MORE 
SHOES SOLD RIGHT 


THE Boor AND SHOE RECORDER PUBLISHING Co. 





GEORGE W. R. HILL H. WALTER SCOTT 


Secretary 
ARTHUR D. ANDERSON 


Directors of the tion, in addition to 
the above-named , are as follows: 
PRARSON Huon M. Bowsn 
A rues CHARLES H. FURBER 





SUBSCRIPTION RATES 
ae Baer amp Suse Benen © $8.00 for one year, 


porsersions, Canada Mexico, Spain and ‘its col 
yon Ry Venesuela and the Guianas, which is $6.00 
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BOOTS AND SHOES 


Bancroft Walker Co., Boston, Mass 
Berkshire Footwear Corp., Hollister, Mass. 8@ 
ad Slipper Co., Ine. 


Bleecker Shoe Co., New York City 
Blog Shoe Co., New York City 
Bond Shoe Co., New York City 
Brooks Shoe Mfg. Co., Phila., Pa 


Churchill & Alden Co., Brockton, Mass. 
4th Cover 


bar hall Edwin, & Son, Inc., E. Weymouth, 


Cohen, Samuel, Shoe Co., Boston, Mass. 79 
Colt-Cromwell Co., New York City 


bse mg” gg Shoe & Leather Co., Whit- 
man, Mas: 


Curtis-Stephens-Embry Co., Reading, 


Devine $ {muna Shoe Mfg. Co., Harris- 
burg, 


Dunn & McCarthy, Inc., Auburn, N. Y.... 
Educator Shoe Corp., New York City 
Emerson Shoe Mfg. Co., Rockland, Mass.. 


Evans, L. B., Sons, Wakefield, Mase 


Freeman Shoe Mfg. Co., Beloit, Wis 


Gale Shoe Mfg. Co., Manchester, N. H 
Greeley, A. W., Co., Haverhill, Mass 


Hood Rubber Co., Watertown, Mass 
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HE dentist maintains that there 

is a hundred years’ work in the 
mouths of the present living American 
public for the sixty thousand dentists 
now engaged in exploring the wide 
aching spaces. Dentists started tooth 
inspection in schools years ago, and 
today dentistry, as a profession, is 
profitable because of those pioneers 
who developed tooth consciousness. 

A new “shoe-consciousness” is in the 
making, and we will show how a gen- 
eral examination of children’s feet is 
developing a greater field of usefulness 
for those stores that seriously serve 
the juvenile millions. 

We will show how S. J. Brouwer of 
Milwaukee applies seventy tests of 
posture and foot health in the schools 
of Wisconsin, ranging from kinder- 
garten to university. 

In this children’s issue we discuss 
both footage and styleage, and the ap- 
plication of each to the betterment of 
sales and service at retail. Prepare in 
February for the change in juvenile 
footwear that comes about naturally 
and nationally in April, for this is the 
greatest year of youth. 


ERCHANDISING is_ hurrying 

along to its spring opening. 
What is the best method of telling the 
American public that new goods and 
new thrills are to be had in your store? 
To develop the show man’s instinct in 
an industry is to present your shoes 
most effectively pre-Easter. There- 
fore, expect in next week’s issue a 
clever method of showing the first 
shoes of the season through window, 
newspaper and store publicity. 
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HERE is a VULCO- UNIT 

Box TOE specifically de- 
signed for the correct shoe 
for any occasion — morning, 
afternoon or evening — for 

every hour of the day 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BECKWITH MANUFACTURING COMPANY 
Largest Manufacturers of Box Goes in the World 


STATLER BUILDING, BOSTON 
Chicago, G. W. Krssy & Co. St: Louis, Wricht Guaman Co. Cincinnati, Geo. A. SerinGMEIER 











